BUILDING 

SPECIALTIES 


THE  SUPERIOR  OUAUTY 

ammiw 


LOUVER  WIN 
DOORS 


WS  and 


Th«  fotf-growing  market  for 
gloM  louvor  windows  and  doors 
brings  now  solos  opportunitios 
fo  wiso  building  motoriol  doolors 
who  start  now  with  Ooorviow 
...tho  onginoorod,  oH'Woothor'tostod  lino  with  tho  oxclusivo 
footuros  orchitocts  and  buildors  domond. 


brings 


E$ 


Cloorviow  sturdy,  oxtrudod  aluminum  framos  ro- 
tain  thoir  procision  fit  and  bright  good  looks  for 
tho  lifo  of  a  homo.  Ouilt*in  stainloss  stool  woathor 
stripping  sools  against  air  infiltration  and  wator 
soopago.  Fkish-mountod,  intorior  scroons  intor- 
chango  with  storm  sash  for  oasy  wintorixing. 
Smoothly  odjustablo  louvors  opon  120  dogroos, 
givo  porfoct  vontilotion  control.  Potontod  Loc* 
Tito  oporator  locks  louvors  in  any  position  to  foil 
prowlors.  Availablo  with  cloar,  obscuro,  or  hoot* 
rosisting  solox  glazing. 


and  more 


BRAN 


•liainCHAM.  AU. 

425  S.  20tli  St. 

CatfUS  CNIISTI.  TCX. 
927  S.  Stasin 
DALLAS  1.  TCXAS 
2625  rio  Strtft 
DAYTONA  lEACH.  FLA. 
716  N.  Ni4f«»ss4 
FT.  LAUDEODAIC.  FLA. 
5518  S.  W  2r4  AfS. 


NEW  OiLEANS  12.  U. 
1201  S.  CarrslltSR  Aw. 
NEW  YOIK 
546  SERrltt  Nvy. 

RwkvMli  CcRttr.  L.  I. 

N  LITTLE  ROCK.  ARK. 
722  W.  Thiri  St. 
ORLANDO.  FLA. 

1551  W.  Chartli  St. 

SAN  ANTONIO.  TEX. 

702  $.  Flsrti 
SAN  JUAN.  F.  D. 

Asarta«t  5252 
SNREVEPORT.  LA. 

5914  SaEtMrn  Aw. 

ST.  PETERSOURG  5.  FLA. 
Ill  •  6tli  St.  Saatli 
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^'They  add  up  .  .  .  and  they  make  Sense 
...  the  keys  to  successful  BUSINESS! 


^  product 
^promotion 
«<»'>  profits 


You  gei  all  these  with 


SHIEIDALL 

PitMANINT 
ALUMINUM  AWNINCS 


DOES  SOMItHINQ 
ABOUT  TNB  WBATNKR 


OOOlWAYS 


WINOOVUI 


There  are  a  great  deal  more  sales  advantages  when  you  handle 
the  Shieldall  line.  Sheildalls  have  and  are  receiving  excellent 
consumer  acceptance.  We  are  furthering  this  interest  with  a 
completely  new  advertising  and  promotional  plan  designed  to 
bring  inquiries  to  the  dealers  door. 

Check  the  advantages  listed  below  and  then  contact  Grover  A. 
Richards,  general  sales  mgr.,  for  complete  information. 


Di*  cut  “surt  til"  ports 
Easy  on*  man  installation 
Chimnoy  vont  ventilation 
Complel*  color  soloction 


Loss  than  two  wook  doliveriot 
Cuarantood  soiling  program 
Fool  proof  construction 
Steady  high  rale  profits  year 
'round 


YOUNGSTOWN  INDUSTRIES^  INC. 

710  SOUTH  STATE  ST.,  GIRARD,  OHIO 


CITY .  STATE 


COAAMERCIAL  BUILDINGS 


Grow  with 

PRE-CAST  STONE  LIKE  NATURE'S  OWN 


BUILDING  SPECIALTIES 


A  GROUND-FLOOR  OFPORTUNiTi 
FOR  ALERT  DISTRIBUTORS 


Slop  to  consider  the  soles  potential  of  this  statement:  “We  can  convert 
any  type  of  building  into  a  Stone-Type  structure  in  Three  Days!" 
Think  of  the  market  that  is  woiting  for  you  right  in  your  own  areal 
That's  the  reason  for  the  astounding  rise  of  CRAFTSTONE.  It's  new  I  It's 
revolutionary  I  It  has  NO  COMPETITION!  It  carries  a  20  year  guarantee! 

CRAFTSTONE  is  pre-cost  STONE.  It  is  applied  very  like  wolltile  over  any 

type  of  construction.  CRAFTSTONE  comet  in  8  different  shapes, 

hand-sculptured  by  skilled  stone  craftsmen  with  all  the  naturol  quality 

of  stone  including  its  endurance,  color-fastness  (the  color  it 

through  and  through)  and  life-time  beauty.  CRAFTSTONE  it  packed  in  boxes 

for  easy  shipment,  storing  and  installotion. 


PRIVATE  HOMES 


YEAR  'ROUND  SALES 


16^ 


CA-STONE  Products, inc. 

3032  W.  SEDGLEY  AVE.,  PHILA.  31,  PA. 

STEVENSON  7-6593 


CA-$TONE  PRODUCTS,  INC. 

Mil  W.  Sedflley  Avt.,  Pkile.  IT,  Pe. 

Seed  MS  FhII  d«lei1t  on  CrettsiM*.  Wc  er*  ixttr- 
Mttd  in  e  Distributership. 


w 


EVERLASTING 


Telephone 
Wire  or 
Write  today... 
for  the 

complete  story. 


PRIOR  EXPERIENCE 
NOT  NECESSARY  . . .  EXCLUSIVE 
FRANCHISES  IN  CHOICE  TERRITORIES 
AVAILABLE. 


•  RESTORES 

•  PAINTS 

•  WEATHERPROOFS 
making  them  look 

like  NSW! 


UEWw  AICA  Manufacturing  Corp. 

434  Watt  43114  SIraat,  N.  V.  It.  N.  V. 


Gentitmtn;  Please  send  complete  information  as 
to  how  we  can  operate  in  this  new  and  lucrative 
field  as  an  approved  SHINGLE-SEAL  applicator. 


Writ*  or  Phon*  for  full  particulars 


Wf  AICA  Manufacturing  Corp, 

424  West  42nci  Street,  N.  Y.  18,  N.  Y. 
LOngacre  3-6527 


Address 


Stot* 
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BUILDING  SPECIALTIES 


ATOMASTIC 


Another  Old  Quaker  Atomosfic  First.  Atomastic  Formula  Si2-W  takes  the  headaches  out  of 
mastic  wood  application  and  opens  the  way  for  an  all  out  sales  campaign  in  this  wide  field. 

Here  are  smoother  texture,  better  penetration,  more  flexibility,  higher  sheen  and  faster  ap¬ 
plication  for  wood  surfaces.  Available  now  in  all  twelve  standard  colors.  When  ordering,  be 
sure  to  specify  Atomastic  ^2-W  for  wood,  Atomastic  ^  1-S  for  all  other  surfaces.  Cash  in  on 
Atomastic,  the  "Reputation-Building"  asbestos  mastic,  now!  Write  today! 

OLD  QUAKER  PAINT  CO. 

1977  BLAKE  AVENUE,  LOS  ANGELES  39,  CALIFORNIA 
10  year  factory  guarantee  •  Factories:  Los  Angeles,  California  •  Syracuse,  New  York 


DEAIERS  •  DISTRIBUTORS 

TERRITORIES  AVAILABLE 
WRITE,  WIRE  OR  PHONE  TODAY 

Advertising  mats,  full  color  brochures,  thank- 
you  cords,  photo  books,  full  color  mailing 
cords,  door  hangers,  handbills,  depth  pic¬ 
tures,  decals,  etc.,  and  complete  program 
for  advertising  and  merchandising  Aluma 
Kraft  Awnings.  Everything  you  need  to 
successfully  sell  awnings  from  lead  getters 
to  order  forms.  Aluma  Kraft  factory  plan¬ 
ning  offers  complete  programming  for  suc¬ 
cessful  business  operation. 

Aluma  Kraft  Aluminum  Awnings  are  avail¬ 
able  in  market-tested  range  of  Standard 
and  Deluxe  sizes  with  endless  applications 
for  windows,  doorways,  store  fronts,  patios, 
porches,  etc.,  makes  it  easy  for  you  to  get 
more  jobs.  Architects  and  owners  alike 
praise  their  modern  beauty,  utility  and 
durability.  Simple  speedy  installation  saves 
you  time  and  money. 


ALUMA  KRAFT  MANUFACTURING  CO 
1 330  North  Rock  Hill  Rood 
St.  Louis  1 7,  Missouri 

YES,  I  am  interested  in  taking  on  Aluma  Kraft  Awnings.  Please 
rush  me  the  Aluma  Kraft  story. 

Nome  - 

Addrets  - 

City  -  -  -  --  -  -  -•  *  Zone. - State - 


i;wnB 


V*"  em, 
"''erso/  f, 
’^^'■ocfed 
0( 

loints 
l^'ned  tc 
Qreat  p 

w 


LOOK  TO 


TO  CUT  YOUR  SCREEN  COSTS! 

America's  No.  I  Mass  Producer  of 

METAL  CASEMENT  SCREENS 


STANDARD  TYPE  13 
SImI  frame,  bronia- 
finiih  galvoniied 
iM>h,  for  at  low  at 
$1.00. 

IMMEDIATE 

DELIVERY 


Universal's  new  low  prices  on  aluminum  and 
bronze  casement  screens  outvalue  them  all. 
Huge-volume  economies  make  this  possible 
and  we  are  passing  the  savings  along  to  you. 
Precision  made  Universal  Screens  are  top 
values  all  the  way — design,  materials  and 
construction. 


STANDARD  TYPE  13 
AM  aluminum,  for 
Of  low  at  $1.48. 

STANDARD  TYPE  13 
Stool  framo,  solid 
bronxo  moth,  for 
at  low  at  $1.18. 


WRITE  FOR  COMPLETE  PRICE  LIST 


UNIVERSAL  FABRICATORS 

1785  tail  BOONE  AVE  •  NEW  YORK  60  N  Y 


The  wise  phi¬ 
losopher  who  penned 
these  famous  words 
wasn’t  writing  about  can¬ 
cer.  For  cancer  strikes 
most  viciously  at  those 
who  close  their  eyes,  ears, 
mouths-and  minds. 

re  must  see  the 
facts  in  order  to  combat 
cancer.  We  must  listen  to 
the  facta  in  order  to  learn 
cancer’s  danger  signals. 
And  we  must  speak  the 
facts  in  order  to  help  edu¬ 
cate  and  protect  our 
neighbors  from  this 
mortal  enemy  of  man. 

rith  all  our 
.senses  -  and  our  hearts  — 
we  must  heed  humanity’s 
needs,  and  contribute  to 
the  American  Cancer 
Society’s  program  of  Re¬ 
search,  Education  and 
Service  . .  .  your  crusade 
against  cancer. 

GIVE  TO 

CONQUER  CANCER 

AMERICAN 

CANCER 

SOCIETY 


Phono:  Kilpatrick  2.0350 
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c4merica^  3ine^t 


ALUMINUM  STORM  SASH 


In  the  manufacture  of 
Seaton-all,  highett  quality 
materials  are  combined 
with  superior  design 
features  and  excellence 
in  workmanship.  The 
result  it  a  storm  sash 
for  casement  windows 
that’s  unequalled  in 
performance,  efficiency, 
economy — and  in 
customer  satisfaction. 


U.  S  Pat.  No.  i578470 


FOR  EVERY  TYPE 
CASEMENT  WINDOW 


Guaranteed  by 


Good  Housekeepinr 


4swimt» 


Nittionally  advertised 


Here’s  why  leading  companies  prefer  Season-all  • . . 

Z7Ae  a4rUtocrat  o/  Storm  Saik! 

•  Permanently  installed  on  the  outside  of  the  windows  •  Open  and  close  automatically  with 
windows — never  have  to  be  taken  down  even  for  cleaning  •  Seal  out  drafts  and  dirt  •  Double 
glass  insulation  keeps  building  interiors  at  least  10%  cooler  in  summer  •  Built-in,  draft- 
proof  Vinyl  weatherstripping — an  exclusive  Season-all  feature — makes  possible 
winter  fuel  savings  up  to  •  Keep  window  condensation  to  a 
minimum  •  Provide  unsurpassed  all-weather  pro¬ 
tection  for  windows. 


Manufactured  by 

Aluminum  Fabricating  Co.  of  Pittsburgh 

Nationally  distributed  by 

Season-all  Soles  Corporation 

146  Forty-sixth  St., 


inquiries 


INBUli'—  .  ^  «e\l-ra.ea 

(,om  souna,  ogg  proven 

o,goniia'""'*^^,o„plishment. 

record 


s  a  successful  dealer 


JO 


BUILDING  SPEQALTIES 


ALUM  A  SUDE 


ALUMINUM  .  REDWOOD 


Madt  by  th»  Monufocturtrt  of  Famout  and  All  Aluminum  Window  Woothorpioofmg 

K/utter  Se4U 
1  6nd  "iValvfUMt 

WfUTHERMUTICS 


Ckolittdtofl 


I  W.  I.  COW.  1M1  _ 

BE  SURE  TO  GET 
OUR  PRICES  FIRST 

The  only  complete  program 
ever  offered  to  assure  suc¬ 
cess  of  every  dealer's  busi¬ 
ness.  A  carefully  planned, 
step  by  step  program  for 
sales,  promotion  and  instal¬ 
lation  is  provided  We  fur¬ 
nish  FIELD  ASSISTANCE 
and  SUPERVISION  by  men 
with  plenty  of  storm  window 
experience  and  "know-how." 

WRITE  TODAY! 


CASEMENT 
STORM  SASH 


"JCUveiiHC 

COMBINATION 

DOORS 


COMBINATION 
L— 1  BASEMENT 

WINDOWS 


JAlOUSItS 


I  K/Uvc-mc  ^3 

jgl  SCREENS 


INVESTIGATE  THIS  ALL  NEW,  DIFFERENT  COMBINATION  TODAY/ 


CORPORATION 


Equipped  with  the  mo»f  modern  wood  workir^g 
ar\d  oluminum  pro<ei$inq  mochinery  ovoiloble! 


IJJI  XJeS 


14593  Meyers  Road  •  Detroit  27,  Michigan 


For  Guaranteed  Dependability  And 
Substantial  PROFITS  . . .  Investigate 


SOLD  WITH  1C  YEAR 

factory  replacement 
GUARANTEE 


yOUK 


Slf^Ur 


8V 


pavinc 


Are  You  Getting  Your 
Share  of  The  Profits? 

Is  Your  MASTIC  Depend¬ 
able  and  Trouble-Free? 

Is  Your  Mastic  Backed  By 
Over  37  Years'  Experience 
In  Residential  and  Indus¬ 
trial  Protective  Coatings? 


CARBOZITE  protective  coatings,  INC. 

lOJ  CEDAR  STREET,  NEW  YORK  6,  N.  Y. 

Carbo-Tex  Division  Phone  DIgby  9-3170 


The  CARBO  TEX  formula  ii  fh«  rvtult 
of  yvars  of  rosoorch  and  experiment.  It 
li  composed  of  selected,  protective  oils, 
combined  with  long-lasting  mica  and 
asbestos  In  addition,  CARBO-TEX  is  the 
only  exterior  wall  coating  containing 
WURTZILITE,  a  remarkable,  natural 
mineral  rubber  that  odds  to  the  resili¬ 
ency  and  flexibility  of  the  coating, 
thereby  assuring  longer  life.  One  coot 
of  CARBO  TEX  is  equal  in  thickness  to 
about  10  COATS  of  ordinary  point. 

.  .  It  odheres  to  the  wall  surfaces  to 
which  It  it  applied,  and  will  not  powder 
or  crock. 


A  New,  Longer  Lasting 
Surface,  Pressure -Sealed 
To  Old  Concrete,  Stucco, 
Brick,  Shingle,  Clapboard 
and  Cinder  Block  Walls 

Protective  Coatings  is  Carbozite's  business  .  .  .  and 
has  been  for  over  37  years.  Large  industrial  users 
of  mastics  and  waterproof  compounds  endorse  and 
recommend  Carbozite  products  for  their  quality  and 
dependability  .  .  .  and  CARBO-TEX  is  one  of  the 
most  revolutionary  in  this  famous,  extensive  line  of 
protective  coatings.  CARBO-TEX  is  not  a  paint  or 
cement  wash,  but  a  thick,  textured  resurfacer,  in 
White  and  Pastel  Colors,  applied  by  powerful 
air-pressure  to  all  types  of  exterior  walls.  It  fuses 
Itself  to  old  wall  surfaces  and  provides  a  seamless, 
steel-like  armor  that  protects,  and  adds  fresh,  last¬ 
ing  beauty.  No  other  exterior  wall  mastic  offers  you 
such  controlled  quality. 

CARBO-TEX  dependability  means  greater  profit 

for  you  .  .  more  satisfaction  for  your  customer. 


Carbozite  Protective  Coatings,  Inc 
101  Cedar  St.,  New  York  6,  N.  Y. 

Please  send  information  regarding 
franchises  and  available  territories. 


ZONE. 


STATE _ 


liiiitiS!!; 


BisMIil 
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assemble  Winsulite's  new  accepted  Extruded  Aluminum 
easy*sliding,  self-storing  Storm  Window!  Immediate  Delivery! 

— — Yes  —  your  hands  are  all  you  need  to  assemble 

America's  finest,  precision -engineered  Knocked 
9  r  1  3 3  a  3 ia'  b  %  Down  ALL-ALUMINUM  Storm  Window  and  Screen 

1  A  3  3 k  Sr  A.  ^ M  ” y  ^  T  combination!  Simple  to  assemble,  easy  to  install, 

greater  profits  through  faster,  labor-saving,  service- 
aJ/ri^rMMW • vMVimWO soles!  Backed  by  28  years'  manufacturing 

know-how!  Write  today  for  details  on  a  protected 
_ trade  mark _  territory! 


Winsulite  Manufacturing  Co.  •  721  N.  Central  Ave.,  Balto.  2,  Md.  •  EAstern  6868 


jredco  predentd . .  •  with  pride 

THE  GREATEST  ADVANCEMENT 
TO  DATE  IN 

Z)riple  T)rack 


KKDCO  is  the  heavyweight 
champion  ot  them  all . 

KKDCO  will  set  the  stand¬ 
ard  fur  the  storm  window 

industry  . . 

KKDCO  is  custom  quality, 
fully-extruded  with  smart, 
smooth  lines;  {tositive,  over¬ 
all  interlocking  weather- 
seal  . 

KEDl!0  has  welded  cor- 
uers,  rigid  construction,  po¬ 
sition-locking  inserts,  ex¬ 
tra  wide  overlap  frame, 
simplified  installation  . 

KKDCO  telescope  ■  b<ittom 
eliminates  fitting  problem. 
S)>ecial  “weepers  ’  drain  off 
any  water  seepage . 

KKDCO  knows  no  problem 
ot  size  ...  IS  iMztom 
tailored  to  fit  windows  and 
rnclosures  of  every  descrip¬ 
tion  . 


untinunt 


Comhina  tion3 


It's  the  smoothest  job  the  industry 
lias  seen.  Every  feature  .  .  .  but  no 
gadgets.  Elegant  .  .  .  but  priced  to 
click  off  sales. 

And,  the  slickest,  simplest,  quickest  in¬ 
stallation  ever.  Start  enjoying  your  storm 
window  business  notv! 


CALL  OR  WRITE  NOW! 


KEDER.^L  SCREEN  &  SASH  CO. 

85  E.  Mprric..  Rd.,  \’allfy  Stream,  L.  I. 
Please  send  the  complete  story  on  KEDCO. 


CITY  i  STATE 


85  E.  MERRICK  RD.  VALLEY  STREAM,  L.  I.,  N.  Y, 
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GOING  UP 


Courtesy,  Barrett  Division 

NEW  CLOSING  DATE 
FOR  ADVERTISING 
18th  of  the  Month 


B  U  I  L  D  I 


Increasing  Month  JUter  Month 

BUILDING  SPECIALTIES 

for  the  past  three  months  compared  to  any  previous  similar  period 


MOST  total  pages, 

MOST  advertising, 

MOST  reading  matter, 

MOST  paid  subscribers. 


90  advertisers  are  using  space  in  this  issue  because  they  understand 
the  principles  of  modern  merchandising.  Printers  Ink  clearly  outlined 
these  principles  in  the  following  article: 

rilHERI^  arc  two  good  reasons  why  productive  piomotion 
-L  should  be  maintained. 

1.  If  we  are  forced,  as  looks  likely  now,  to  go  through  a  painful 
readjustment  period,  those  companies  will  be  best  protected  that 
keep  making  a  forceful  bid  for  the  consumer’s  dollar  while  others 
see  only  the  discouraging  factors,  throw  up  their  hands  and  do 
nothing — except  to  increase  their  predicament  by  depriving  them¬ 
selves  ol  promotional  assistance. 

2.  There  is  a  general  agreement  among  economists  that  the 
current  readjustment,  even  though  it  may  take  longer  than  had 
been  foreseen,  will  develop  into  an  upswing  sometime  in  the  not 
too  distant  future.  .Managements  that  know  the  cumulative  value 
of  national  advertising  will  readily  grasp  the  advantage  that  con¬ 
tinuing  advertising  during  the  readjustment  period  will  give  them 
when  the  upswing  starts. 

Such  advertising  will  have  been  at  work  not  only  as  a  current 
protection  but  as  a  future  investment.  Such  continued  promotion 
may  even  put  them  in  a  position  to  increase  their  promotional 
effort  w'hen  the  upswing  starts;  and  then,  of  course,  their  non¬ 
promotion-minded  competitors  will  have  a  difficult  job  in  getting 
a  share  of  the  consumer’s  dollar. 

.'\nd  that  will  be  true  whether  the  competitors  are  in  the  same 
industry  or  in  other  industries.  Eor  it  must  always  be  remembered 
that  advertising  competition  is  at  work  between  industries  as  well 
as  within  an  industry. 


BUILDING  specialties  completely  covers  this  active  and  sales-minded 
market.  Here  is  a  magazine  read  from  cover-to-cover  by  live,  alert 
dealers  whose  business  motto  is  "never  say  die".  If  you  want  to  sell 
these  men  now,  or  in  the  future,  write  for  further  information  and 
rates  to 

G  SPECIALTIES 


425  FOURTH  AVENUE 


NEW  YORK  16,  N.  Y. 


Telephone:  MUrray  Hill  3*6280 
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-f 

^ '  < '  'll  \Y^ 


^CifUUict 

NATIONAl  METAL  PRODUCTS 


H  "  ^ 

^  ) 


IN  THE  Pna^  SfootU^ 


ZINC  RIB  WEATHERSTRIP 


Double  Hung  Windows 


i  sill  MUTING  RAIl  UPPER  &  LOWER  SIDES 

NATIONAL  "STANDARD  "  SINGLE  RIB 


SAVE! 


\/  AIR  CONDITIONING  COSTS  IN 
SUMMER  .  .  .  "eeps  Out  Heat 

\/  CLEANING  COSTS  THE  YEAR 
ROUND  .  .  .  Keeps  Ouf  Dirt 

\  HEATING  COSTS  IN  WINTER 

.  .  .  Keeps  Out  Cold 


Full  line  of  designs  and  sites 
to  suit  any  situation. 


Write  Today  tor 
CATALOG  A  PRICiS 


NATIONAL  METAL  t 
PRODUCTS  COMPANY 


MANUFACTURERS  OF 


ol  Frome  Sc 
;iol  Rolled 


Weotherstrippii 


nd  B 
Bronie  ond 
Aluminum  Threthelds 
Window  Guord  Units 
for  Mobile  Mochtne 


Aluoui^m  Awningi 
Zinc  -ProduTH' 
Ouon^et  Hut  Window 
Units 

Industriol  Polishing 
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RE-NU-IT  is  a  pressure-sealed  sidewall  resurfacer  containing 
the  indestructible  minerals,  asbestos  and  mica.  It  is  air-blast 
fused  to  the  surface,  not  merely  nailed  on  like  ordinory  siding. 

By  the  unique  method  of  its  opplication,  RE-NU-IT 
assures  greater  insulation  and  durability.  It  does 
not  hide  or  alter  any  of  the  architectural  lines. 

RE-NU-IT  comes  in  9  colors  and  in  appearance  looks  like 
stucco  but  is  far  less  coarse.  Truly,  RE-NU-IT  provides  the 
"New  look  of  beauty  with  the  strength  of  armor!" 
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Looking  for 

Fill  in — Tear  off — and  Mail 

)uly,  1952 

BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 

Send  me  facts  on  the  items  checked 

□  1.  Aluminum  Combination  Doors 

□  2.  Aluminum  Combination  Windows 

□  3.  Alum.  Outside  Casement  Storm  Sash 

□  4.  Kitchen  Fans 

□  5.  Steel  Combination  Windows 

□  6.  Wood  Combination  Windows,  Doors 

□  7.  Stainless  Steel  Combination  Windows 

□  8.  Aluminum  Casement  Storm  Sash 

□  9.  Shower  Doors  &  Tub  Enclosures 

□  10.  Asbestos  Siding  Refinishers 

□  12.  Aluminum,  Steel  Casement  Screens 

□  13.  Plastic  or  Metal  Wall  Tile 

□  14.  Redwood  Millwork  or  Lumber 

□  16.  Overhead  Garage  Doors 

□  17.  Asphalt  Shingles 

□  18.  Metal  Awnings  &  Canopies 

□  19.  Stainless  Steel  Comb.  Doors 

□  20.  Aluminum  Door  Grilles 

□  22.  Caulking  &  dazing  Compounds 

□  23.  Plastic  Weatherstripping  for  Metal 

Casements 

□  24.  Storm  Window  &  Door  Hardware 

□  26.  Sprayed  Sidewall  Resurfacers 

□  27.  Metal  Mouldings,  Weatherstripping 

□  29.  Class  jalousies 

□  30.  Artificial  Stone  Siding 

□  31.  Plastic  Splines  and  Glazing  Channels 

□  32.  Home  Fire  Alarms 

□  33.  Aluminum  Ladders 

□  34.  Colonial  Inside  Shutters 

□  35.  Aluminum  Polish 

□  36.  Venetian  Blinds 

Other  Items . 

Send  me  Budding  Specialties,  12  months, 
$3.00  □ 

Name . '  • 

Firm . 


BUILDING  SPECIALTIES 


Additional  Products 


Interested  In 
More  Sales 


Need  A  Companion 
Item  To  Round  Out 
Your  Present  Line 


Check  the  boxes  opposite  products  or 
services  about  which  you  want  information. 
Fill  out  the  coupon.  You  will  receive  FREE 
the  latest  BOOKLETS,  catalogues,  informa¬ 
tion  and  details  from  the  manufacturers. 
Do  it  NOW  while  you  are  going  over  the 
list,  and  send  to  Building  Specialties,  425 
Fourth  Avenue,  New  York  16,  N.  Y. 


Address 


EVERYBODY  WAYTS  THE  YEW 


r()MBI\ATIO.\  STORM  &  SCREET  UI\R0U 

ALL  ALLJHtYLIH  .  .  . 

TRIPI.K  ACnOIV  IT  t.KSfi  TIIAIV  THO-TRACK  COST 


ANDKKA  has  it  ufcaiii  !  You  kepi  us  firowiiiit  fa-l  ami  tvorkinit  furiously 

lo  ili'liver  our  novt-faiiioiis  Aiiilrea  T'iXO.THACK  “I’irlure  Kraiiie"  I '.oiiiliinatioii. 
TODAY  Vi  K  INTKODl  tiF.  the  Andrea  “*THI-Vi  AY”  ...  a  hig  new  -loriii 
window  that  (lives  you  TKIl'l.K  AfiTION  at  less  than  twu-lraek  cost! 
rile  huyinit  piildie  is  waitinii  for  the  ipialily  three-way  aetion  .ANDKKA 
‘■I'KI-AA  AA’”  offers.  e're  ready  lo  help  you  (let  the  HKif.KST  .  .  .  and 
easiest  sales. 

r.all.  'X  rile  or  Vi  ire  iis  .  .  .  or  your  nearest  DlIvTKIHl  TDK  today! 


To  the  growing  fomiTy  of 
Andrea  distributors  we  are 
proud  to  add: 

BABYLON,  L.  I. 

Andrea  of  Suffolk 
531  Sunrise  Highway 
BAbylon  6-2200-1 

BROOKLYN,  N.  Y. 

Andrea  of  Bklyn.  &  Queens 
520  Morgan  Avenue 
FLoral  Park  2-6849 

PHILADELPHIA,  PA. 

Anchor  V.  B.  Mfg.  Co. 

2837  Ridge  Avenue 
FReemonf  7-3178 

BRIDGEPORT,  CONN. 

Emerson  Mfg.  Co. 

5  Daisy  Court 
BRidgeport  67-7218 

A  hearty  welcome  to  our  most 
recent  member: 

HOMESTEAD  ALUMINUM 
WINDOW  CORP. 

116  Glenridge  Avenue 
Montclair,  N,  J. 

Montclair  2-0058 


FKATI  KKS  YOU’D  KXl'KCT  OXI.Y  l.\  AIOST  EXTENSIVE  I'MTS 
‘  AXDRF.  A"  TRI-Vi  AY 


H’eldfHl  milrod  rornorN  !l.  C'onipirloly  Nolf-wtorinK 
Fully  e.N'trudpd  4.  Interlock  doNi|{n 


(Quality  “TRI-WAY"  action  throughout ! 


a)  Yormnl  summer  use:  Stppii  on  liolloiii,  2  glaopt  in^erl!h  on  top,  ^lining 
inside  glass  insert  for  vent  eontrol;  hi  Inserts  remain  positioned  anywhere 
with  stainless  steel  springs;  c)  Self  Storing  (glass  iii-erl  stores  top  or  hotloin 
in  summer  .  .  .  screen  stores  I.NSIDK  in  winter);  d)  Top  or  hottom  ventilation; 
e)  Inlerloeking  hetween  both  glass  inserts  or  between  glass  &  screen;  ft 
.Screen  rai.ses  or  lowers  when  in  normal  summer  il.-e  with  glass  insert  in  sltrrvil 
position,  (dass  insert  raises  8  lowers  when  in  winter  use  with  screen  iiiss-rt 
in  stored  position. 


183  HORTON  AVENUE,  LYNBROOK,  L.  I..  N  Y 


LYNBROOK  3  8668 


SPECIAL  ALUMINUM  JAMB: 


COMPLETE  WITH  HARDWARE: 


foch  unit  c  o  p  I  e  t  •  with  hing«i 
latche».  closure,  and  bottom 
pander,  for  perfect  fitting. 


WEATHER-SELECTOR  PANELS: 


"ROYAl" 


Two  Storm  sash  ponels  and  two  screen 
panels  easily  interchangeable  with  the 
weather.  Choice  of  all  screen  panels,  all 
storm  sash,  or  screen  ond  storm  sash 
combined.  A  combination  for  every 
kind  of  weotherl 


luly,  1952 


'*  all-aluminum 


(ombinathn  storm -screen  door 
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LOOK  —  a  finest,  top-quality,  fully  extruded 

aluminum  combination  door  that  can  be  sold  for  less 
than  fifty  dollars!  Yes,  it’s  true  —  this  door  is  built  to  the 

very  highest  specifications  —  it’s  rugged,  sturdy,  solid  — 
and  it  retails  at  a  price  that  means  thousands 
A  of  extra  sales  for  aggressive  dealers! 

Just  one  look  at  this  door  and  you'll  see  what  we  mean  when  we  say 


to 

homeowner 


iLundtLC.  CORPORATION  OF  AMERICA 

soil  S.  S6th  STREET  •  MILWAUKEE  14,  WISCONSIN 


EASTERN  ASSEMBLY  PLANT,  PATERSON,  N.  J. 


IN  CANADA:  ALUMINUM  BLDG.  PRODUCTS  CO.  LTD.,  WINDSOR,  ONTARIO 


BUILDING  SPECIALTIES 


Mr.  Manufacturer: 


We’re  in  Business . .  For  You  ! 

These  days  everyone  wants  to  be  in  business  for 
himself  .  .  .  but  not  us!  We’re  in  business  to  build 
your  business .  .  .  promote  your  product .  .  .  sell  your 
goods ! 

Yes,  we’re  MANUFACTURER’S  REPRESENTA¬ 
TIVES  .  .  .  and  right  now  we  want  to  represent  you ! 
If  you  make  an  aluminum  combination  storm  win¬ 
dow  or  door  ...  if  it’s  a  conventional  or  casement 
window  .  .  .  aluminum  awning  or  jalousie  .  .  .  LET’S 
TALK  BUSINESS. 

You’ve  got  the  product  .  .  .  we’ve  got  the  sales 
know-how!  We’ve  got  years  of  proven  experience 
in  every  phase  of  the  industry^ .  .  .  top  personnel  and 
an  unbeatable  knowledge  of  the  entire  industry. 
We’ve  got  account  opening  specialists  who  never 
even  hear  the  word  "No”  .  .  .  and  don’t  intend  to 
start  now ! 

There’s  still  time  to  get  organized  for  the  Fall  season. 
We’ll  cover  all  territories  within  a  25  0  mile  radius 
of  New  York,  County  .  .  .  State  ...  or  the  entire 
250  mile  area  —  you  choose  the  area.  We  operate 
on  a  commission  basis  solely.  But  remember  .  .  . 
all  arrangements  must  be  completed  in  August! 

We’ve  a  record  of  success  that  can’t  be  beat  .  .  .  and 
we’re  anxious  to  add  to  it.  If  you’re  looking  for 
representation  in  this  area  ...  if  you  aren’t  satished 
by  present  results  .  . .  drop  us  a  line  NOW !  It’s  your 
business  we  want  to  help  .  .  .  and  we  can  prove  it! 
All  replies  kept  in  strictest  confidence. 


B.  GALKIN  &  CO. 

Manufacturer's  Representative 
55  WEST  42nd  STREET 
NEW  YORK,  NEW  YORK 


ROOFING 
SIDING  &  . 


"Worth  its  weight  in  gold.” 

“We  think  your  Manual  is  terrific.” 
“The  Bible  of  the  Industry.” 


Thai's  What  Dealers  Say  About 

ROOFING,  SIDING  & 
BUILDING  SPECIALTIES  MANUAL 
1  952  Edition 


The  only  complete,  authorita¬ 
tive  reference  volume  in  its  field 


Order  NOW! 
Only  $3.00 

POSTPAID 


Building  Specialties 
425  —  4th  Avenue 
New  York  16,  N.  T. 

Please  send  me . coides 

oi  the  1952  Roofing,  Siding  and 
BuUding  Specialties  MonuoL 

NAME . 

COMPANY . 

ADDRESS . 


July,  1952 
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If  your  area  does  not  now  have  an  ALUMAROLL  outlet,  we 
suggest  you  explore  the  profit  possibilities  in  one  of  our  franchises. 


The  current  improvement  in  the  aluminum  situation  permits  us 
to  resume  our  deliberate  territorial  expansion  program.  As  becomes 
the  largest  awning  manufacturer,  we  carefully  select  only  those 
franchise  outlets  who  can  and  will  make  the  same  high  ratio  of 
profit  now  enjoyed  by  our  existing  distributors  and  dealers. 


AN 

IMPORTANT 
ANNOUNCEMENT  ^ 


63  Meadow  Road 


Sates  Division 


Rutherford,  New  Jersey 


Alumiyo 


The  Door  To  Comfort,  Economy 


ALUMIDOR  MFG.  COMPANY,  STRUTHERS,  OHIO 


YOUNGSTOWN,  OHIO  5-2195 


BUILDING  SPEQALTIES 


Yet,  teles  on  Alumidor  ere  still  growing  ever, 
dey  by  leept  end  bounds  —  beceusc  it  hes  e 
greet  eppeel  to  homeowners  plus  rugged  dure 
bility,  beeuty  end  belence. 


All  ot  Alumidor't  selling  teetures  ere  too 
numerous  to  mention  here,  but  Alumidor  is 
outstending  beceuse  it  is  the  only  door  with 
grecetui  fluted  tide  end  heed  reils  on  the 
outside  end  it  setin  smooth  on  the  inside.  They 
cen  be  sold  with  either  butt-end  or  mitered 


A  few  K.  D.  distributorships  ore  still  ovoil- 
oble.  Present  Alumidor  Distributors  hove 


Successful,  prosperous  seletmen  tey,  "this  it 
the  door  thet  leedt  to  profit",  but  to  get  the 
whole  story,  drop  us  e  line  todey 


sufficient  inventories  to  supply  dealers. 


II  i  T 1  ■ 

\m 

Ifiii 
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fin  mfter  that  woman 

and  talk  her  language! 


This  year,  women  arc  talking  remodeling.  Thou¬ 
sands  of  housewives  need  more  room  for  their 
growing  families — and  can  now  afford  it  by  re¬ 
modeling  under  new  FHA  terms.  They’ll  be 
adding  on  rooms,  enclosing  porches,  installing 
breezeways.  They’ll  make  this  4  billion  dollar 
market  your  biq  source  of  volume! 

Go  after  them  with  the  hottest  remodeling 
item  to  hit  the  country — Ualco  Jalousies!  These 
trim  glass  louvers  framed  in  satin-smooth  alu¬ 
minum  arc  glamourous  (women  love  ’em)  ! 
They're  practical — they  open  100%  to  summer 
breezes  and  close  weather-tight  against  winter’s 
worst. 

Ualco  Jalousies  arc  what  you  need  to  draw 
home  owners'  attention — to  get  you  more  jobs 
and  more  business. 


This  Complete  Display  Shows 
Customers  How  To  "Make  More  Room" 


This  salcs-tcstcd  display  gets  customers  really  interested  in 
remodeling  with  Ualco  Jalousies.  It  shows  him  how  to 
enclose  a  porch  or  install  a  breezeway.  .\n  actual  Jalousie 
is  in  the  display.  He  can  sec  it — operate  it  himself.  .\nd 
he  can  visualize  how  they  will  look  in  his  own  home  from 
the  pictures  of  Jalousie  installations.  Order  yours  todav. 
You  don’t  have  to  tie  up  money  in  large  stocks.  VVe  guar¬ 
antee  immediate  fill-in  shipments. 


*  Thara’s  a  Ualco  Aluminum  Window  for  Ivory 
Construction  Roquiremont  including: 

r 

i  -JC-s 

u  i  r 

U_  u 

[ 

I 

7  It  intuf 

^  U 

■U, 

(.Oil  tm  nt 

lia\etnent 

n 

ouhlt  Hung  Hvpptr 

ir  SEE  OUR  CATALOG  IN  SWEET'S 

UNION  ALUMINUM  CO.,  INC. 

_  SHEFFIELD,  ALA 

WORLD’S  LARGEST  MANUFACTURER 
OF  ALUMINUM  CASEMENT  WINDOWS 


How  to  Rct  this  power¬ 
ful  Sales  Help;  We  bill 
you  $19.25  (actual 
cost)  for  the  display — 
BUT  THE  E.NTIRE 
$19.25  is  DEDUCTED 
FROM  YOUR  I.NI- 
TI.XL  ORDER  .Actu¬ 
ally,  you  don't  spend  a 
cent!  Send  for  your  dis¬ 
play  today  I  With  it, 
you'll  receive  free,  the 
Uali'o  Jalousie  Sales- 
builder  kit.  Included 
are;  Newspaper  mats; 
Mail  stuffers.  Radio 
spots,  Window  ban¬ 
ners;  Television  spot. 


TEAR  OFF 


•  ORDER  TODAY 


UNION  ALUMINUM  CO.,  INC. 

Shafflald,  Alabama  Dep't.  BS-7 

Centlfm^n ; 

□  Plraw  send  al  onee  LALCO  ALC.MINUM  JALOL'SIF.  DIS 
PLAY.  Plea$e  bill  my  Rccouni  for  $19.25.  I  undrnUnd  ihr  full 
$19.25  %bill  deducted  from  my  initial  ordrri.  With  my  diipUv  1 
Hill  also  receive  uithout  charge  complete  MAKE  MOKE  R(K).M  ’ 
Salesbuiider  Kit. 

CJ  Please  send  catalog,  technical  data,  prices. 

Firm  . . . . . . . . . . . 

City . . . . . . . . . . State . - . . 

Signed . . . . . - . . ..... . . . . 
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BUILDING  SPECIALTIES 


Our  Candidate  for 

LOW-PRICED -HIGH  QUALITY 

Outside  Casement  STORM  WINDOWS 

A 


IN  KITCHEN  VENTILATION 


EXCLUSIVE  IN 

VENTILATORS 


CORBEN 

outside  casement 


I 


% 


STORM  WINDOW. 


f  '  I 


\*^f\ 


A\ 


MANUFACTURED  BY 


BEN  CORSON  MFC.  CO. 

2247  NORTH  sin  ST.,  PHIIA.  33,  PA. 

PHONE:  STevenson  2-5800 


DRIPLESS  GRILLE 

The  exclusive  design  of  the  grille  on 
^22223^^^  Clipper  Ventilators  has  a 
twofold  advantage  — 

First -It  is  unusually  attractive  in 
appearance,  rectangular  in  shape  and  in¬ 
conspicuously  blends  into  the  ceiling. 

Second  —  Each  of  the  bars  in  the 
grille  is  trough-like  in  construction.  These 
catch  and  hold  any  grease  that  may  collect 
—  the  only  truly  dripless  grille. 


-si 


You  can  always  count  on  // /-m 

for  performance,  quality  and  convenience. 

The  only  ventilator  that  gives  you 

•  Centrltutil  Blowers  •  Interchangeable 

•  Isolated  Motor  Horiiontal  and 

•  Driplesi  Grille  Verticol  Discharge 

•  Easier  Instalfation  •  Five-year  Guarantee 

PRICE  OFFERS  AN  INDUCEMENT 
BUT  QUALITY  OFFERS  A  REASON 


r/f/l0£-IV/AfD 

morox/ii/rs.  AiA  //¥c. 


STII  So  Mam  St.,  Los  Angeles  37,  Calif. 


July,  1952 
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Weailie^  - 

INTRODUCES  THE  ALL  NEW  SELF-STORING 

WEATHER-KING 

To  the  Storm  Window  Distributors  of  America 


With  This  Amazing-Unlimited 

Money-Making  Offer 


PRICED  TO  YOU  K-D  or 
COMPLETED 


^0  mr  un!L 

1A 

COMBINATION  MriNnij” 

ANY  SIZB 

"  ■"‘'•'-.n.  30"  ,  30 

^OR  $ 

ONLY 


IBS 


"wZt'r.^n,  ^ARK-UP 

PfO  Oocktd^PP  900d  pToHi"''**  Th,y“, 


No  Tricks! 

No  Gimmicks  —  No  Ifs  —  Ands  or  Buts 


WIHE 

WHITE 

PHONE 

Youngitown,  O. 

9-9765 

for 

Additional 

Information 


Dealership!  Available  in  Some  Territories  —  Contact 

WeaiUe^-  c 


Manufacturers  of  Aluminum  Products 


3655  OAKWOOD  AVENUE 


YOUNGSTOWN  9,  OHIO 
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BUILDING  SPECIALTIES 


INTRODUCING 

.  the  First  and  Only 


PERMANENT,  RIGID-METAL 

AWNINGS 

manufactured  in  yoiir 
own  shop! 


fr«-fabricat«d,  complete  oitem' 
bly  port!  furnished! 


"Pre-fob"  cuts  your  cost 
DOUBLIS  your  profit! 

Approved  by  testinp  lob! 

FRANCHISE-PROTECTED 

TERRITORIES! 


Simple,  speedy  assembly! 


No  esperience  necessary! 


m^ifl  mrial  aMnitifH 
with  rr«olulinwar> 

plaplir 

l«aorln  .  .  . 
•Mlfd-in 


Ki|iid*mrt«l  awninn* 
with  AM  MIM  M 
P Alters.  Available  in 
lO  Ai0rrt‘nt  colort  for 
mtmoBl  enAU»»  lanVrt. 


RKTML 

,nth  FLU.  M.IHKl  F 


DOOR 

CANOnES 


Today’s  hoMrst  iiiarkel  is  in  KI<,II)  MFTAl, 

YOll  ran  yet  inlo  it  iioh  !  This  is  ihr  groiind-lloor  u|)|>orliinity 
of  a  lifriinir  I 


NOTE-  “Stock-’  ar  "Cmt  I  1 1  !■  I  rTI  I  I  I 

*  j  1  I  “PLASTIC-DOME '  &  "ALUMI- 
f®*"..  deel  also  DOME"  repistered.  U.  S.  Pot. 

dvailibit.  froMOtiOfial  2485217.  Othiors  petting, 
prices,  exceptional  orof-  w<M  be  pros¬ 

it..  Inquiri^  inJit^ 


UK  \  M.-kNl'KAKTl  KKR  !  .Sell  to  distributors  and  di'airr-. 
It's  easy  and  instantly  profitaldr.  “I’KK-I' .AB"  offers  tin  lour-t- 
cost.  liialirst-|irofit  opportunity  with  a  IdtMI’I.KTK  I.INK  — 
prorrn  surrrssfiil.  You  enjoy  many  rxrliisivr  lrature«  and 
ipialitirs  .  .  .  AMI  AT  I'BICKS  Til  \T  IlKfT  ( OMI’KTITION  ! 


BEVEBSO  rBODK  TS  CO.  (Anning  Div.) 

1339  Thirty-ninth  Street,  BrtMiklyn  18.  N.  S'. 

yt>!  nr'rs  In0.r<..l><l  in  HI,A>>Tt(  -IM»IE  «  At.t  Mt-IMIMK!  > 
full  drlailn  «>n 

i  >  PHP.KAB  (  )  STOCK  \  )  M  STOM 


IFHHITHHIFS  AHF  (AUyV.  HST'  iCT  41  OM'.E! 


ifarlurrr*, 


REVERSO  PRODUCTS  CO 

AWNINC  DIVISION 


N4ME 


t  try  A  STATE 


1339  —  39tli  Street 
CEdney  5-7088 


Brooklyn  18,  N.  Y. 
CEdney  5-4950 


-niu 


Potent  Pending 


July,  1952 


^  tfem  «|f/ 


QuMAetm 


100%  Extruded  Aluminum ....  3  channel 
COMBINATION  SCREEN  and  STORM  WINDOWS 

I.  S\\iv<-l-afli«>n  |>criiiils  siiii|>l«‘  (-leaning  tvilhiuil  reintiv-  iSi M 

iiiij  ulass.  WIH  ,'rfck, 


2.  'I'lin-e  rlianin'l.x  with  iiitorlorkiii^  jilass  panels  fnr 
l>osilit  i‘  weallierstrippiiij:. 

2.  Lnekin;'  rails  (listniirdf’v  taiiiperin»  nr  hiir^lar  entry. 

I.  W  itulow  slops  that  are  secure  not  liehl  hy  springs. 
InslantK  released  In  loiieli  eonirol. 

\  (■  H  Ml  Miiniinuni 

I  ondiination  "I  Z->na(i  '  lloni' 

I 

If  rill’  for  I  i  I  c  r  a  III  r  e  a  ri  d  del  nil  s 

on  d  i  s  1 1  i  1)  II I  o  r  s  h  i  [>  franchise. 


Jus  to  Aluminum  Products  Corporation 


Loove  it  to  JASCO  to  think  of  th«  "littio 
woman')''  convenience.  No  more  juggling 
...  or  danger  of  broken  glotil  JASCO't 
"swivel-action"  windows  ore  cleaned  with 
out  removing  the  glass.  Windows  slide  down 
to  the  bottom  and  are  held  in  place  while 
being  cleaned  on  the  "outside  '  Quickly 
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nonhardening. 
nonstaining... 
adheres  to  any 
surface 


Manufoctwrtrt  of  Tochnicol  Prodwctt 
2612-26  N.  Martha  Stroot  *  Philadolphio  25,  Pa. 


NEW  IMPROVED  INTERLOCKING 
FEATURE  KEEPS  WARMTH  IN  .  .  . 
COLD  OUT! 


ROLLS  OPEN  ,  .  AND  SHUT 
.  |for  outswinging  casement  windows'^ 


KOLAtiLAisS  IS  the  easiest  to  sell  inside  storm  sash  on  the  market 
today.  You  will  have  many  satisfied  customers  and  extra  sales  profits 
tor  you  when  you  sell,  the  new  improved  Rola^lass  inside  storm  sash. 
KolaKlass  is  simple  to  operate  .  .  .  easy  to  install  .  .  .  fflides  smoothly 
on  rollers  .  .  .  controls  room  condensation  .  .  .  keeps  the  heat  in  and 
the  cold  out. 


FQi  lPMhXT 


coMPAyy,  lyc. 

8931  CARNICti  AVE  •  CliVflAND  6,  OHIO 


W  arc  Kuaranlrfinfi  prompt  drlivrrira  n 
•pit**  of  ahortsitra,  ronIrolN.  realrirllons 
and  othrr  manufarturinc  problem*.  W< 


CUSTOM  METAL  ROLLING 

and 

HARDWARE  FOR  THE  WINDOW  INDUSTRY 

Glass  Channels 
U  Channels  &  Slides 
Screen  Frames 
Weatherstrips 
Headers  &  Enclosures 
Hardware 

Shades  to  your  Blue  Prints 

Prompt  Attention  To  All  Requests 

PRICES  AND  SERVICE  A  PRIME  FACTOR 


Distributors  wanted  on  all  metal 
combination  windows  to  work  from 
lineal  feet.  Small  investment. 


AKO  WINDOW  INDUSTRIES 


2134  N.  Harlem  Ave.,  Chicago  35,  III. 

Tuxede  9-3252  —  Phones  —  Gladstone  3-8060 


July,  1952 
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New  Vurk.  1H9H.  Ixiwer  Hri»a<lwty 


Bow  old  do  p  THINE? 


fntm  Th«>  Art-hive* 


'^IMI  vis  when  all  you  needed  was  to  think  hard  and  work 
hard  and  build  a  better  mousetrap.  Then,  as  the  saving  gt)es, 
the  world  beat  a  path  to  your  d(X)r. 

If  ft  firr  fxisteJ,  that  happy  time  is  puKseJ. 

L^nfortunately.  tw  many  business  men  run  their  enterprises  on 
the  assumption  that  that  time  is  still  here  .  .  .  that  they  own 
the  best  mousetrap  and  destiny  will  direct  the  world  to  their 
place  of  business. 

Vt'ouiJ  that  this  urre  to. 

Uc  at  'k  .ARNFR  M ANTTACTURING  CORPORATION 
recognize  that  changing  times  demand  changing  thought  .  .  . 
dynamic  trends  require  flexibility  in  tactic,  strategy  and 
mechanics  of  business. 


For  thee  reasons,  ar  continuously  work  to  improve  >k’ARNTR 
U  TATHI  RMASTI  R  products  —  although  they  enioy  an 
enviable  reputation  for  value.  U’V  continuously  maintain  strong 
advertoing.  merchandising  ,:nd  sales  promotional  programs  with 
anJ  0.1  behalf  of  our  dealers.  U'e  tontinuously  conduct  an 
aggressive,  personalized  relationship  with  <»ur  dealers  to  keep 
abreast  of  their  needs,  experiences  and  problems  .  .  .  exchanging 
information  freely  for  mutual  assistance.  .And  uc  tontinuously 
plan  for  the  future  .  .  .  designing,  engineering,  experimenting  so 
thit  any  eventuality  will  find  Vi'ARNFR  I  HI  R M AS Tl  R 

and  their  dealers  ready. 

If  \ou*ie  a  mtnJ  on  the  future,  -^ou  uant  the  kinJ  of  /irogretoie 
ent  ironmenf  to  he  found  at  Vl'AR\FR. 


UJ  R  R  n  E  R 

T  r 

A 

lUeather- master 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS, 
DOORS  AND  PORCH  ENCLOSURES 


manufactured  by 


UlflRIICR  IRfG.  CORP 

855  COMMUNIPAW  AVENUE 

JERSEY  CITY,  N.  J. 
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IS  YOUR  WHimrj0^0- 
IN  TUNE  (YITH INEWS 


We  still  have  dealerships  a  v  a  i  I  a  b  I  e  . . .  w  r  i  t  e  for  details! 

The  ABC  Jalousie  Window  is  the  most  revolu¬ 
tionary  and  practical  Improvement  in  window  design 
today. ..the  All  Balanced  Control  is  unmatched  on  today's 
market ...  both  in  the  fine  construction  and  appearance! 

ENGINEERING  COMPANY 
OPA  LOCKA  •  FLORIDA 


July,  1952 
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USE  THIS  COUPON 


‘P^ciol 


CUT  OVERNfAD 


New  Wilson  Aluminum  Storm  Sash  for  outside  instal¬ 
lation.  Permanent,  self-storing.  Designed  for  fast, 
easy  assembly.  Streamlined  appearance — no  un¬ 
sightly  clips  or  brackets  used  to  hold  insert  panel. 


Here’s  the  answer  to  your  demand  for  c]uality 
storm  sash  at  spectacular  savings.  Y'ou  can  buy 
XX’ilson  K-I)  units  at  prices  far  below  assembled 
cost.  Y’ou  also  save  on  shipping  charges.  All  you 
do  is  assemble  the  frame  and  gla/e  the  insert — no 
other  assembly  necessary.  Y’our  total  cttst,  including 
K-D  unit,  glass  and  labor,  will  average  a  good  25% 
/ess  than  the  cost  of  factory  assembled  storm  sash! 


'  COMSTRUCTIOM 

,  „„.e,ioU  used  th.o.9' 

,um  frames  and 

s  available  with  either  pl 
,s  steel  weather  stripp.nt 
furnished. 


O  Pleose  rush  detoili  and  prices  on  your  new  storm  sash  that  will  save 
me  25%  on  my  costs.  I  am  also  interested  in: 

O  Wilson  Aluminum  Cosement  Storm  Sosh — outside  type — factory 
assembled. 

O  Wilson  Aluminum  Casement  Storm  Sosh — inside  type. 

Q  Wilson  Aluminum  Screens  for  metal  casements  and  double  hung 
windows. 


WITH  THIS  NEW,  IMPROVED  STORM 
SASH,  ANYONE  CAN  DO  HIS  OWN  AS¬ 
SEMBLING!  BUY  K-D  FROM  WILSON 
AND  MAKE  A  BIGGER  PROFIT.  YOUR 
CHOICE—  DELUXE  OR  ECONOMY 
MODELS.  WRITE  TODAY  FOR  FULL 
DETAILS  AND  PRICES. 


STATE 
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THE  HOTTEST  SELLING  ITEM  YOU  CAN  CARRY! 


SllfMfjff  AIR-CONTROL  LOUVRED  WINDOWS 


I 

I 

I 

I 


Yes  .  .  .  Mr.  Dealer,  look  no  further  for  those  hard 
to  find  soles,  Sun-Sash  practically  sells  itself!  Built  to 
last  and  outselling  all  others  —  Sun-Sash  actually  costs 
less  than  ordinary  windows.  Why  not  cash  in  on  good 
profits  with  Sun-Sash  louvred  window  hardware  —  the 
hottest  selling  item  you  con  corry! 

Sun-Sash  can  be  used  throughout  the  home  .  .  . 
factory  ,  .  .or  office.  It's  perfect  for  porch  enclosures 
and  breezeways.  So  easy  to  install  —  so  simple  to  use! 
Sun-Sash  is  sold  only  through  authorized  dealers  and 
at  nationally  advertised  prices. 

OUTSTANDING  SUN-SASH  FEATURES: 

•  -•Automatically  locked  when  closed 

•  Neat,  safe,  fingertip  control 

•  Fits  any  size  openings 

•  Screens  or  storm  sash  can  be  fitted  to  the 
openings 

•  lOOyo  ventilation  —  without  drafts 

WRITE  FOR  FULL  DETAILS  AND  PRICES.  NOW! 


ONE  HAND 
OPERATION 

No  more  sticky  win¬ 
dows  to  struggle  with 


INSIDE  CLEANING 

Outside  surfaces  are 
easily  cleaned  from 
the  inside. 


BURGLAR  RESISTANT 

No  one  can  climb  in 
even  when  windows 
are  fully  opened. 


PROTECTION 

Small  openings  pre¬ 
vent  children  from 
falling  out. 


SUN-SASH  COMPANY 
St  Perk  Rew  Dept.  2 
New  Verk  St,  N.  Y. 

Nonte . 

Addreu . 

City_ . . 


SUN-SASH  COMPANY 


state. 


38  PARK  ROW 


NEW  YORK  38  N  Y 


July,  1952 
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On  tlie  House  . . . 


Good  customer  relations  are  es¬ 
sential  in  any  business  and 
this  is  particularly  true  of  the  alu¬ 
minum  storm  sash  and  door  field. 
Failure  on  the  part  of  a  tiny  mi¬ 
nority  of  careless  dealers  to  ob.serve 
this  rule  has  done  a  preat  deal  of 
damage  to  the  storm  window  and 
door  industry.  Legitimate  dealers 
find  themselves  greatly  hampered 
in  their  business  activity  by  the 
suspicion  and  resentment  directed 
again.st  all  storm  window  men  by 
home  owners  in  any  community 
where  one  or  two  careless  dealers 
have  failed  to  follow  through  a  sale 
and  see  that  the  customer  gets  com¬ 
plete  satisfaction. 

One  can  just  'magine  the  reac¬ 
tion  of  a  home  ow.<er  who  happens 
to  read  the  following  item  which 
we  quote  from  the  Standard-Star, 
a  daily  newsi)aper  in  New’  Rochelle, 
N.  Y.: 


A  monthly  maqozine  for  dealers  who  s^  and 
install  commercial  and  home  hnproyements 


VOL.  5  JULY,  1952  NO.  1 
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Question:  We  purchased 
an  aluminum  comhinatinn 
door  on  l\'ov.  27,  1951.  We 
paid  rash  on  ilelivery.  The 
door  was  not  inslalleii  correct¬ 
ly.  The  company  was  very  slow 

(Coiititiued  on  Page  58) 
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New  Home  Owners  Want  Terrace  Covers .  48 
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Cover  Picture  of  the  Month 

Our  luly  cover  photo  (hows  the  bathroom  oi 
Mr.  and  Mrs.  C.  E.  Grubbs  who  live  In  a  tour 
room  bungalow  in  Brookhaven.  Ga.  The  Per- 
malume  Double  Roll- 
away  Tub  Enclosure 
assures  Mrs.  Grubbs 
that  her  happy  young¬ 
ster  can  splash  to  his 
heart's  content  with¬ 
out  wetting  floor  or 
walls.  Installation  Is 
made  without  drilling 
or  screwing  on  tub 
rim  or  walls.  The 
metal  rails  and  chan¬ 
nels  are  made  of 
aluminum,  protected 
by  beautiful  Perma- 
lume  finUh.  Tub  en¬ 
closure  is  made  by  Shower  Door  Co.  of 
America  which  also  makes  shower  doors  with 
adiustable  iambs  to  assure  perfect  fit.  Glass 
for  tub  enclosures  and  shower  doors  is  avail¬ 
able  in  a  wide  variety  oi  sandblasted  modem 
designs.  The  company's  home  office  is  at  973 
Peachtree  Street.  N.E.,  Atlanta.  Ga. 


Hinfs  To  Salesmen 
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SELLS  ON  SIGHT! 


•  You  can  incroase  your  saUs  volume  the  year  round  with 
Heather  Stone.  You’ll  sell  luxurious  looking  stone  dw’ellings 
...distinctively  beautiful  stone  interiors ...  unusual  effects  in 
home,  business  and  industrial  improvements.  Heather  Stone 
is  real  cast  stone . . .  new,  different,  sensational. 

Low  cost,  high  profit  installation— applies  like  tile  on  any  even 
surface,  including  shingling,  weatherboard,  brick,  stucco, 
cinder— or  concrete  block. 

Service  free  — Heather  Stone  is  permanent  —  no  call  backs  to 
consume  profits. 

Sells  all  year  round.  Heather  Stone  provides  true  insulation 
for  cool  summers,  protected  winters.  No  other  insulation 
required, 

HEATHER  STOHE 

J.  E.  ROWLAND  A  CO. 

4122  KENSINGTON  AVE.,  PHILADELPHIA,  PA.  DELAWARE  6-1400 


J.  E.  ROWLAND  S  CO. 

4122  Kantington  Av*.,  Philodalphio,  Pa. 
Ganllaman:  Plaata  tend  ma  lha  complala 
ttory  on  HEATHER  STONE. 


Nom* _ _  _ 

. . 

CHy 

_ Zona  Stola 

LODMAN 


has  solved  the  jalousie  industry’s 
two  oldest  prohlems ...  to  help  you  sell  more 
jalousies  and  install  them  for  less  cost! 


Qll0 


TENSION-GRIP  LOUVER  CLIPS! 


AO JUSTABLE  “MAGIC  MULUONS” 


These  new,  exclusive  Louver  Clips  give  you  a 
talking  point  your  competition  can't  matchl 
They  save  hours  of  installation  time.  No  metal 
crimping  required  ...  no  broken  clip  tabs 
because  no  tools  are  used!  Glass  slips  in  and 
clicks  in  tight  with  automatic  ease.  Anyone  can 
install  or  change  WindoTite  Jalousie  glass! 


ADJUSTAtli 


Think  of  it!  Now  you  can 
handle  every  installation 
with  standard  width 
WindoTite  JALOUSIES 
straight  from  your  job¬ 
ber's  stockroom!  No  wait¬ 
ing  for  factory  shipments  of  special  widths. 
Ludman  "Magic  Mullions"  in  three  widths,  each 
Mullion  adjustable  allow  you  to  simply  di¬ 
vide  the  number  of  standard  width  WindoTite 
JALOUSIES  you  want  to  use  into  the  wall  area 
.  .  .  then  all  you  do  is  adjust  —  the  "Magic 
Mullions"  compensate  for  any  overage. 

Think  of  this  feature  as  a  selling  advantagel 
Think  of  the  costs  you  save  your  customers  . . . 
and  the  extra  jobs  you'll  sell  because  you  can 
guarantee  faster  job  completion! 


+  PLUS  THE  STRONGEST  LOCAL  SELLING  HELP  YOU  EVER  SAW! 


PROFIT-MAKER 
SALES  KIT! 

All  the  advertising  and  promotional  material  to 
help  you  line  up  all  The  prospects  you  can  handle! 


LOCAL 

NfWSPAPER 

ADS 


COMMERCIALS 


ItPi  II  IIIMTU  LIVING  I 

Tldt 


FOLDERS  A 
ENVELOPE 
STUFFERS 


COMMERCIALS 


COUNTER 

DISPLAY 

CARDS 


WINDOW  STREAMERS 


ARM  YOUR  SALESMEN 
WITH  THIS  DEMONSTRATOR... 


and  watch  the  WindoTite 
sales  roll  in  .  .  .  watch 
your  jalousie  remodeling 
profits  mount  up!  This 
great  sales-builder  actu¬ 
ally  helps  prospects  sell 
themselves!  Prospects  can 
operate  a  WindoTite  . . . 
see  its  features  .  .  .  and 
compare! 


Mail  this  Coupon 

LUDMAN  COaaOtAnON,  0«pt.  asa,  a«a  ami,  Mlani,  FImM* 

GantWiMn;  (  )  Will  you  ploMO  ontor  my  ordor  for _ WINDOTITE 

JALOUSIE  DEMONSTRATORS,  with  carrying  handlot.  Prko  SI5.00  not 
aach,  F.O.B.  shipping  point. 

(  )  Ploata  Mnd  mo  complota  litoratura  and  compotitivo  pricoa . . .  and 
WINDOTITE  REMODELING  FACTS. 

(  )  Alto,  ploata  tond  mo  your  FREE  WINDOTITE  PROFITMAKER  SALES 
KIT. 

NAME _ _ _ _ _ _ 

COMPANY _ 

ADDRESS _ _ _ 

CITY _ STATE _ 

LUDMAN  LIADS  TNI  WOILD  IN  iALOUMI  INOINIIMNO 


THE  JALOUSIES  ENGINEERED  FOR 
EASVr LOW-COST  INSTALLATION! 


Ludman's  superior  window  engineering  experience  and  "know-how"  has 
produced  in  WindoTite  Jalousies,  the  greatest  profit  maker  in  the  build¬ 
ing  specialties  field. 

WindoTite  economy-wise  design  hands  you  extra  profits  on  every  job. 
Streamlined  marketing  gives  you  jalousies  when  you  want  them.  These 
and  other  exclusive  time-  and  money  saving  features  add  up  to  give  you 
a  BIG  EDGE  on  competition. 


BRING  TO  AVERAGE 

HOME-OWNER’S  BUDGET. 


WindoTite  is  high  on  quality  —  low  on  price.  .  .  .  Profits  are  bigger  and 
faster  because  WindoTite  makes  it  easier  to  sell,  easier  to  install. 

Exclusive  features,  superb,  architecturally  correct  construction  AT  NO 
EXTRA  COST.  Large  volume  and  mass  production  combined  with  stand¬ 
ardized  glass  and  screen  sizes  to  give  you  the  finest  jalousies  made  at 
sensible  sales-closing  prices. 

Widest  range  of  standard  sizes,  plus  WindoTite's  "magic"  adjustable 
mullions  will  fit  any  opening.  No  costly,  time-consuming  special  sizes 
from  factory.  Jobbers  everywhere  can  fill  your  needs  in  a  jiffy . . .  and 
amazing  TENSION-GRIP  Louver  Clips*  —  clips  hours  off  installation  time 
.  .  .  eliminates  glass  breakage  ar>d  chipping  .  .  .  gives  tighter  fit. 


.  GET  OR  THE  TUmiATSt  BARDWAGON 
. . .  BIG  PROFITS  ARE  WAITIRG  FOR  TOO! 


patent  opplied  for 


July,  1952 
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Campaign  Against  Phony  Window 
Advertising  Swings  Into  Action 

NERSICA  And  Combination  Window  Mhs.  Assn.  Cooperate  With 
Better  Business  Bnrean  To  Eliminate  Ad  Fakers 


COMPLAINTS  against  dishonest 
and  misleading!:  storm  window 
advertisiiif!:  which  have  been  pour- 
injr  into  the  offices  of  better  busi¬ 
ness  l)ureaus  for  the  past  few  years 
have  at  last  provoked  local  govern¬ 
ment  authorities  into  taking  action 
aK'ainst  offenders.  In  Baltimore, 
Md.,  for  example,  the  firm  of  Bet¬ 
ter  Living,  Inc.,  and  its  advertis¬ 
ing  agency  were  recently  convicted 
of  misleading  advertising  with  the 
result  that  conditions  in  that  city 
improved  immediately. 

In  the  New  York  area  Queens 
County  Assistant  District  Attor¬ 
ney  Bernard  M.  Patten,  2nd,  prom- 
i.sed  to  prosecute  .storm  window 
fakers  under  the  penal  law  cover¬ 
ing  fraudulent  advertising.  Pat¬ 
ten  made  this  -statement  during  a 
sjieech  addressed  to  the  members 


of  the  Long  Island  Council  of 
.NERSICA  held  at  Commercial 
House  in  Queens  V’illage,  New 
Y'ork  City,  on  June  11th. 

Phony  Advertising 

The  meeting  was  part  of  a  na¬ 
tion  wide  effort  to  combat  phony 
storm  window  advertising  by  a  mi¬ 
nority  of  unscrupulous  busine.s.s- 
men  which  is  .seriouly  hampering 
the  activitie  of  legitimate  dealers 
in  many  parts  of  the  county  and  is 
generally  injuring  the  reputation 
of  the  indu.stry  at  large. 

Members  pre.sent  promi.sed  their 
full  support  to  activities  aimed  at 
.stopping  the  unethical  practices 
through  their  Local  Council  and 
the  National  Association. 

The  meeting  climaxed  a  two-year 
fight  in  the  Long  Island  territory 


against  misleading  storm  window 
advertising.  It  was  brought  to  a 
head  a  few  weeks  ago  when  a  (com¬ 
mittee  from  the  (k)uncil.  headed 
by  its  President,  Don  Blackman, 
called  at  the  Queens  Di.strict  Attor¬ 
ney’s  office.  It  was  then  found  that 
Mr.  Patten,  too,  was  aware  of  the 
bad  conditions,  and  his  full  co¬ 
operation  was  obtained. 

NERSICA  Executive  A.ssi.stant 
Andy  Furman,  who  introduced  Mr. 
Patten,  pointed  out  that  about  two 
years  ago  NERSKTA  and  the  Na¬ 
tional  Better  Business  Bureau  drew 
uj)  “Recommended  Standards  for 
Storm  Window  Advertising.” 
The.se  were  sent  by  the  Bureau  to 
every  newspajH^r  in  the  County. 
For  awffiile  advertising  in  the  New 
York  area  improved  but  gradually 
tieteriorated  again  until  “today  we 
have  a  situatir)n  that  is  threaten- 
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Mambart  of  fha  Long  Island  Council  of  Neriico  who  attended  wot  condemned.  Seated  L.  to  R.  at  bock  table:  H.  R.  Giblin,  of 
the  dinner  meeting  at  which  misleading  window  advertising  NCWDI,  J.  J.  Lyman,  J.  A.  ffolton,  Oist.  Att'y  B.  M.  Patten 


injf  to  undermine  and  de.stroy  the 
entire  industry.” 

Mr.  Patten  emphasized  that  he 
was  not  antaKonistic  to  business 
and  recognized  that  the  country 
was  founded  on  free  enterprise. 
Yet  the  public  must  be  protected 
from  the  crooks,  stories  of  who.se 
operations  .so  fill  the  Complaint 


rpiiE  Government  exempted 
roughly  80  per  cent  of  all  cop¬ 
per  and  aluminum  u.sers  from  di¬ 
rect  all(K-ation  control,  .startinpr 
July  1.  Only  large  users  of  the 
two  metals  wdll  be  recpiired  to  ap¬ 
ply  for  allotments  of  the  two  met¬ 
als  in  the  third  quarter,  under  a 
.series  of  orders  i.ssued  by  the  Na¬ 
tional  I’roduction  Authority. 

Small  manufacturers  of  consu¬ 
mer  goods,  as  well  as  many  build¬ 
ers  of  homes,  schools,  hospitals, 
.store  and  office  buildings  and  in¬ 
dustrial  plants,  will  obtain  their 
copper  and  aluminum  needs  with¬ 
out  going  to  the  N.  P.  A.,  officials 
.said. 

More  aluminum  is  available  now, 
the  N.  P.  A.  said,  because  exjxvt- 
ed  civilian  demand  “has  not  ma¬ 
terialized”  in  full. 

"Defense  riHjuirements  for  the.se 


Bureau  of  the  District  Attorney’s 
office  that  one  never  hears  of  the 
vastly  more  numerous  honest  and 
decent  contractors  and  dealers  who 
are  in  the  business.  The  Assi.stant 
Di.strict  Attorney  has  a  free  hand 
to  prosecute  and  refu.sal  to  heed 
his  warning  will  bring  that  result. 

Mr.  Patten  said  that  what  has 


materials  have  already  been  fully 
taken  care  of,  as  always,  and  these 
changes  do  not  affect  defen.se  u.ses,” 
N.  P.  A.  Administrator  Henry  H. 
Fowler  .said. 

The  new  orders  are  perhaps  the 
mo.st  sweeping  decontrol  action  so 
far  taken  by  N.  P.  A.  In  mo.st  cases 
they  increase  the  tonnage  of  alu¬ 
minum  which  may  be  “self-author¬ 
ized”  by  the  u.ser.s — that  is,  bought 
with  no  authorization  other  than 
the  Ituyer’s  statement  that  his  or¬ 
der  is  within  the  N.  P.  A.  legal 
limit. 

The.se  legal  limits  are  as  fol¬ 
lows:  Those  manufacturers  who 
were  formerly  limited  to  1,000 
pounds  (1950  base  year)  may  now 
have  20,t)00.  Those  ft>rmerly  lim- 
it(‘d  to  4,000  iiounds  may  ik»w  get 
10,000.  Manufacturers  whose  1950 
(Continmd  on  lUn/c  61) 


been  going  on  in  the  roofing,  sid¬ 
ing,  painting  and  particularly  the 
storm  window  business  amounts  to 
crime.  It  may  lead  to  licensing  of 
.salesmen  ;  in  fact,  continued  abuses 
like  tho.se  related  may  result  in 
licensing  of  all  busine.sses. 

Inve.stigations  made  by  Mr. 
Patten’s  repre.sentatives  showed  a 
familiar  pattern  of  deceptive  ad¬ 
vertising.  A  window  was  adver 
ti.sed  for  weeks  at  $11.85  and  no 
orders  were  accei)ted  by  the  firm. 
Likewise  another  at  $11.88.  An¬ 
other  ad  for  ‘"1-track  screen  and 
storm  window,  $13.75”  brought 
109  recorded  orders  without  the 
delivery  of  a  single  one  by  the 
company  adverti.sing.  Of  the  win- 
<k)w  in  que.stion  the  ad  .says:  “No 
finer  type  made.”  But  even  the 
company’s  own  .sale.smen  knock  it. 

Misleading  Ads 

This  is  “false,  misleading  and 
deceptive  adverti.sing,”  a  mi.sde- 
nieanor  under  Sec.  4‘21  of  the  Pe¬ 
nal  Law  of  New  York  State,  pun¬ 
ishable  by  one  year  in  pri.son,  or  a 
$500  fine  or  both. 

Mr.  Patten  expre.s.sed  the  hope 
that  the  industry  will  police  it- 
.self,  l)ut  .said  his  office  would  clean 
it  up  if  nece.ssary.  He  pointed  out 
that  even  if  a  firm  were  not  con¬ 
victed  the  publicity  attendant  upon 
a  trial  on  charges  of  misleading 
(Continued  on  Pane  58) 


Most  Aluminum  Fabricators  Freed  Of 
Direct  NPA  Allocation  Control 


Venetian  blinds  not  only  pertorm  the  useful 
function  of  securing  privacy  while  permitting 
ample  ventilation  but  also  protect  the  colors 
of  rugs,  drapes,  and  upholstery  from  fading 
by  keeping  direct  rays  of  the  sun  out  of  room 
interiors. 

— courtesy  Let*otor  Loreutgen,  /nc. 


First  of  a  series  of 
three  on  Venetian  blinds. 


Venetian 

Blinds 


Ideal  door  opener  and 
companion  item  for 
combinotion  windows 


An  increa.siiiK  numbo.*'  of  home 
improvement  dealers  are  .sell- 
injr  Venetian  blinds  the.se  days. 

In  mo.st  ca.ses  they  are  .selling 
Venetian  blinds  alotifj  with  win¬ 
dows  and  other  buildinj?  specialty 
items.  There  are  also  a  considerable 
number  of  Venetian  blind  dealers 
as  well  as  KI)  operators  (called 
“manufacturers”  in  the  Venetian 
blinds  industry)  who  have  taken 
on  metal  storm  .sash  and  are  now 
reselling’  or  a.s.sembling  both  prod¬ 
ucts  for  .sale  in  their  own  territory 
and  for  other  local  dealers. 

One  reason  for  the  expansion 
of  Venetian  blind  .sales  in  the 
building  specialty  field  is  that  more 
and  more  dealers  are  discovering 
the  u.sef Illness  of  this  jiroduct  as  a 
door  opener,  companion  item  for 
.storm  windows,  and  general  aid  in 
the  .sale  of  other  products. 


Experienced  salesmen  like  to  use 
Venetian  blinds  as  door  ojieners  be¬ 
cause  the  housewife  is  generally 
receptive  to  this  approach.  She 
won’t  hesitate  to  di.scuss  blinds 
with  the  .salesman  becau.se  she 
knows  that  they  are  relatively  in¬ 
expensive  and  she  has  no  fear  that 
she  may  be  committing  her  hu.s- 
band  to  an  excessive  expense.  It  is 
easy  to  interest  her  by  discu.ssing 
the  wide  variety  of  available  col¬ 
ors  and  how  they  can  be  selected  to 
match  or  contrast  with  her  drapes 
and  furnishings. 

She  is  al.so  quick  to  appreciate  the 
fact  that  Venetian  blinds  help  pre¬ 
vent  rugs,  drapes,  and  furniture 
upholstery  from  fading  by  keeping 
the  direct  rays  of  the  sun  out  of 
the  room  while  at  the  .same  time 
they  provide  adequate  privacy  and 
.satisfactory  ventilation. 


Having  arou.sed  the  interest  of 
the  prospective  cu.stomer,  the  sales¬ 
man  makes  an  appointment  to  come 
back  when  both  husband  and  wife 
will  be  at  home.  He  has  now 
achieved  his  main  objective— a 
.sales  talk  with  the  home  owner  and 
his  wife  during  which  he  will  dem- 
on.strate  not  only  the  Venetian 
blinds  but  al.so  .some  other  home 
improvement  which  they  know'  the 
hou.se  needs. 

Some  .sale.smen  di.sagree  with  this 
procedure.  They  prefer  to  complete 
the  .sale  of  the  Venetian  blinds  and 
to  return  after  the  installation  has 
l)cen  made  to  “.see  that  everything 
is  .satisfactory.”  .Naturally,  this 
courte.sy  inspection  visit  is  made  in 
the  evening  when  the  hu.sband  is  at 
home. 

(Conthiut-d  on  PtKje  62) 
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ASBESTOS-CEMENT  aiding 
and  roofing  have  been  the 
mainataya  of  many  contractinj?  op- 
erationa,  providing  ateady  buainesa 
in  times  and  bad.  Thanks  to 
new  styling,  new  colors  and  other 
pnxluct  improvements,  they  offer 
even  greater  opportunities  for 
profitable  business. 

The  market  for  re-siding  and  re- 
roofinjr  is  practically  inexhaustible. 
Millions  of  homes  remain  in  need 
of  exterior  modernization.  Practi¬ 
cally  every  farm  is  a  prospect,  of¬ 
ten  for  .several  buildint^s.  Curbs  on 
new  construction  have  increa.sed 
the  nwe-ssity  for  maintaining  and 
restoririK  exi.stiii);  commercial 
structures. 

Better  SellinK 


Here  are  .some  suKKe.stions  de¬ 
rived  from  a  .study  of  succe-ssful 
sales  practices,  which  will  help  the 
apF)licator-contractor  do  a  better 
job  of  .selling. 

1.  Be  an  Exterior  l)eeoral«»r  — 

The  person  who  sells  an  asbe.stos 
siding  or  roofing  job  is  dealing  in 
more  than  materials  and  labor. 
Primarily,  he  is  selling  comfort, 
protection,  freedom  from  worry 
and  pride  of  ownership.  One  of  his 
mo.st  effwtive  .selling  points  is  that 
the  improvement  will  add  new 
lH*auty  to  the  home.  The  .salesman 
who  can  talk  convincingly  about 
the  fundamentals  of  external  home 
l)eauty,  therefore,  is  well  on  his 
way  to  a  .sale.  He  i.s,.in  effect,  an 
exterior  decorator.  He  should  be 
familiar  with  the  elements  of  g(K)d 
design  and  the  principles  of  color 
harmony.  He  should  know  .some¬ 
thing  about  color  terminology  and 
use  it,  di.scu.ssing  trim  colors,  har¬ 
mony  between  siding  and  roofing 
colors,  and  the  practicability  of  u.s- 
ing  asbestos  siding  in  combination 
with  other  materials.  He  should 
know  when  (and  be  able  to  ex¬ 
plain  why)  two  colors  of  asbe.stos 


Fin*  old  moniien  at  tho  right  wo*  complete¬ 
ly  fotidod  with  white  otbettot  cement  tiding 
thinglot  that  vastly  improved  its  previously 
shobby  oppooranco. 


From  Data  Furnished  By 
Asbestos  Cement  Prod.  Assn. 


Rules  On  How  To 


Sell  Asbestos  Cement 


siding  will  create  a  better  effect 
than  a  single  color.  Many  appli¬ 
cators  already  are  familiar  with 
the.se  matters.  Others  can  become 
.so  by  perusing  the  ample  literature 
available.  The  ability  to  counsel  on 
problems  of  exterior  decoration 
puts  the  .salesman  in  a  decidedly 
advantageous  position. 

2.  Save  Your  Tonsils — l>se  Tes- 
liinunials  —  Obtaining  the  confi¬ 
dence  of  a  prospective  customer  is 
a  primary  requisite  in  selling. 


Nothing  creates  confidence  quicker 
than  proof  that  others  have  been 
.sati.sfactorily  .served.  Testimonials 
from  .satisfied  customers  are  a  val¬ 
uable  .sales  aid.  They  frequently 
can  accomplish  more  in  a  few 
minutes  than  an  hour  of  sales  talk. 
The  average  person,  if  he  is 
plea.sed  with  a  job,  is  willing  to  say 
.so.  Get  him  to  put  it  in  writing. 
Often  testimonials  can  be  obtained 
through  simple  courte.sy.  When  a 
cu.stomer  sends  in  a  payment,  write 


Attractive  two  story 
trome  dwelling  (right) 
which  has  been  re-sided 
with  colored  asbestos  ce¬ 
ment  shingles  that  afford 
a  pleosing  contrast  with 
the  white  painted  brick 
of  the  lower  story. 

— Photos  I'o*  rtesy 
thr  Huheroid  (0. 


Shingle  Siding 


him  a  personal  letter  of  thanks 
and  ask  him  directly  whether  he  is 
perfectly  satisfied  with  the  job. 
This  simple  approach  frequently 
will  brinfr  in  an  enthusiastic  (and 
quotable)  response.  If  a  cu.stomer 
is  pleased  but  too  bu.sy  to  write, 
ask  for  an  oral  expression ;  then 
have  an  accurate  statement  typed 
for  his  signature.  Anniversaries 
offer  Kood  opportunites  for  ob- 
taininfr  testimoniaks.  A  simple 
note,  calling  attention  to  the  fact 


that  a  job  was  completed  .six 
months  or  a  year  aKO  and  expre.ss- 
inff  the  trust  that  the  cu.stomer  is 
.still  completely  satisfied,  will  not 
only  create  Kood  will  but  often  will 
evoke  a  complimentary  reply. 

Te.stimonials,  of  course,  are  most 
effective  when  the  writers  are 
known  to  the  prospects.  Originals 
are  more  effective  than  copie.s.  A 
frood  plan  is  to  obtain  a  loose-leaf 
binder,  with  tran.sparent  envel¬ 
opes.  The  te.stimonials  then  can 


be  arraiiKed  by  neiKhborhoods  for 
the  convenience  of  the  .salesman. 

3.  He  a  “Shuller-lluK*'  —  Snap- 
shitts  Sell  .Sidinfis — The  old  saying 
that  a  picture  is  worth  ten  thou¬ 
sand  words  is  particularly  true  in 
selling  home  modernization. 
Transformations  effected  by  re¬ 
siding  are  frequently  dramatic. 
“Before-and-after”  pictures  sup¬ 
plied  by  manufacturers  are  good 
selling  tools.  Even  more  valuable, 
however,  are  similar  pictures  of 
jobs  actually  done  by  the  .salesman’s 
organization.  Satisfactory  snap¬ 
shots  can  be  taken  with  an  inexpen¬ 
sive  camera  by  the  salesman  him¬ 
self.  The  important  step  is  to  pho¬ 
tograph  the  hou.se  before  start  of 
work.  The  finished  job  can  be 
snapped  any  time,  but  there  is  no 
way  of  recapturing  the  original  ap¬ 
pearance.  A  small  portfolio  of 
such  pictures  is  worth  a  volume  of 
printed  literature.  Color  pictures 
(('nuthiucd  on  Po(]f  65) 


Handsome,  old  fashioned  house  in  a  subur¬ 
ban  setting  at  the  left  was  greatly  increased 
in  value  after  it  was  completely  resided 
with  asbestos  cement  shingle  siding. 
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By  C.  JOHNSON 


lyrOST  of  us  who  are  or  have 
been  sales  managers  in  the 
si)ec'ialty  field  know  that  our  com¬ 
mon  fault  is  that  we  try  to  make 
the  work  a  DFISK  JOB.  A  sales 
manatfer’s  job  in  my  opinion  is 
everythintr  but  a  DESK  JOB. 

Field  trainintf  is  a  very  impor¬ 


tant  part  of  a  sales  manager’s  job. 
It  is  much  like  any  other  type  of 
instruction  except  that  a  lot  of  ac¬ 
tion  is  required.  Field  training  is 
not  only  guiding  the  new’  as  well 
as  the  old  .salesmen  in  acquiring 
.selling  experience,  but  also  seeing 
to  it  that  he  benefits  from  the  train¬ 
ing  by  forming  the  habit  of  doing 
things  right. 

Going  back  to  my  school  teach¬ 


ing  experience  as  well  as  remem¬ 
bering  the  quotations  of  many 
people  in  the  educational  field  it 
has  l>een  concluded  that  learning 
is  a  slow  process.  Telling  someone 
something  is  not  training.  Telling 
is  INSTRUCTING  and  .showing  is 
DEMONSTRATING.  When  you 
put  the  two  together  and  have  a 
man  do  it  himself  over  and  over 
again  with  helpful,  well  directed 
sugge.stions,  that  is  TRAINING. 

Most  of  us  w’ho  have  attempted 
to  train  give  our  trainees  credit 
for  knowing  more  than  they  really 
do.  We  fail  to  follow’  the  elemen¬ 
tary  but  highly  effective  rules  for 
training.  (1)  TELLING  by  con¬ 
versation.  (2)  SHOWING  by  dem¬ 
onstration.  (3)  DRILL  by  having 
the  trainee  do  it  himself.  (4) 
CHECKING  by  personal  observa¬ 
tion  and  asking  questions. 

Good  Training 

Good  training  depends  a  great 
deal  on  the  proper  direction  of  the 
men  in  the  field.  Here  are  some  of 
the  points  to  remember,  (a)  It  is 
well  to  furnish  transportation  the 
first  few’  days  .so  the  men  w’ill  ride 
to  the  territory  with  the  trainer. 

Let  him  know  that  you  aren’t 
asking  them  to  do  something  you 
can’t  or  w’on’t  do  your.self.  (b) 
A.ssign  .starting  points  for  canva.s- 
sing  and  be  sure  each  man  .start.s. 
(c)  Be  sure  to  work  with  each  man 
for  a  part  of  the  canvassing  time. 
Use  the  old  method.  Show,  Tell,  let 
him  do  and  suggest,  (d)  Have  a 
noon  meeting  where  you  can  enjoy 
(Continued  on  Page  66) 


Window  fan  shown  in  the 
upper  phofo  ranges  from 
18"  fo  22"  and  is  easily 
installed  or  removed. 
Lower  right  photo  shows 
automatic  ceiling  shutter 
for  an  attic  fan. 

— f'hotms  courtesy  Hunter 
Fan  Fr  I'entUating  Co. 


Now  Is  The  Time  To  SeU 
Attic  and  Window  FANS! 


From  Data  Furnished  By 
Propeller  Fan  Mfrs'  Assn. 


rpo  .sell  attic  and  window  fans 
-t-  you  don’t  have  to  he  a  super- 
.salesman.  And  you  don’t  need  elab¬ 
orate  displays  and  sales  centers. 
They  can  helj),  but  here  are  prod¬ 
ucts  that  need  only  a  minimum  of 
fan-fare.  And  they  can  be  .sold 
door-to-door  too. 

The  weather  is  the  biggest  and 
l>est  ally  of  the  exhaust  fan  sales¬ 
man.  If  you  work  with  the 
weather,  your  sales  effort  is  much, 
much  easier.  Demand  for  ventilat- 
iiifr  etjuipment  is  .seasonal.  When 
people  want  relief  from  the  heat, 
they  want  it  in  a  hurry.  He  set  for 
the  demand  when  it  comes — be- 
cau.se  it  comes  in  a  hurry. 

Timinju:  Important 

The  importance  of  timing  is  well 
demonstrated  by  the  experience  of 
(Jerald  Schwarz  of  (’leveland,  Ohio. 
He  illustrates  what  can  be  done 
when  the  customer  is  shown  how  a 
window  fan  can  ^ive  him  the  com¬ 


fort  he  craves  durinjr  the  hot  sum¬ 
mer  months. 

As  a  matter  of  fact,  Schwarz 
practically  had  his  early  .sales 
forced  on  him.  He  was  takinjr  a 
“rest”,  for  the  .sake  of  his  health, 
as  the  doctor  had  ordered.  One  day 
when  he  was  at  his  neijrhborhoiMl 
drufr  store  to  have  a  {)re.scriF)tion 
filled,  he  noticed  how  hot  the  store 
was.  He  asked  the  druKtrist  why  he 
didn’t  have  a  window  fan.  The 
druRgist  .said  he  did  not  know  any¬ 
thing  about  such  fans. 

Demon.strates  Fan 

Schwarz,  who  had  been  workiiifr 
as  an  enjjineer  for  a  Iwal  fan  man¬ 
ufacturer,  drove  over  to  the  plant, 
borrowed  a  fan,  and  went  back  to 
the  dru^r  store.  He  set  it  up  in  the 
doorway  and  after  a  10-minute 
demonstration  .sold  it  on  the  spot. 
He  sold  .‘{.'i  units  this  way  in  three 
ireefiS,  all  to  storekeepers  in  the 
neighborhood.  Several  of  the  pro¬ 
prietors  even  bought  second  fans 
for  their  homes. 

“Don’t  talk  a  lot,”  says  Schwarz, 
“.lu.st  set  up  a  fan  and  let  it  run 


for  a  few  minutes.”  Over  the  sum¬ 
mer  by  putting  two  fans  in  his  car 
and  Koinjr  after  promisinjr  leads 
that  he  Rot,  Schwarz  .sold  $14,000 
worth  of  ventilatinjr  equipment. 

The  market  for  electric  exhaust 
ventilation  in  the  commercial  fudd 
is  very  larjjre.  With  a  little  enter¬ 
prise  and  ajrirressiveness,  a  .sales¬ 
man  or  dealer  can  easily  accumu¬ 
late  a  valuable  prospect  list. 

People  everywhere  want  fo  work 
and  shop  in  places  which  are  well 
ventilated  and  rea.sonably  cool. 
Take  advantage  of  this  craving 
when  you  ro  after  prospects  in  your 
territory.  To  help  (UKanize  can- 
va.ssinjr,  the  Hdlowinp^  is  a  basic 
list  of  tyj)es  of  e.stablishmeiits  that 
are  pood  users  of  ventilatinp  e(|uip- 
ment. 

Itasie  Comnwreial  /‘rospeel  List 
Bakeries 
I./jiundries 

(Confiiiitetl  OH  Ptttie  00) 
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POWERFUL 
'  FULL- COLOR 
NATIONAL  ADVERTISING 

In  Good  Housekeeping, 
Better  Homes  and  Gardens 
and  American  Home 


You  get  year-round  sales  with  the 
Moloney  All-Vt'eather  Door  be¬ 
cause  it's  a  storm  d<x)r  in  winter 
...  a  screen  door  in  summer.  It 
is  airplane-enginc-ered  of  100% 
extruded  aluminum,  with  a  box- 
type  construction  that  gives  maxi¬ 
mum  strength  and  rigidity  without 
useless  weight.  Only  the  highest 
quality  materials  made  by  Amer¬ 
ica's  leading  manufacturers  are 
used  in  the  Moloney  Door.  And 
you  don't  have  to  buy -or  sell  — 
"extras”.  The  Moloney  Door 
comes  complete  with  all  fittings. 

I 
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orn  THE 

FASTEST-SElUNe  IHII 

iliil<l|iimwiiwi|  IWIII  !  p  I  .WlttliiilWWWWWaWWWMMi  l  ■bi— 

THE  BUSIHESS 


6  big  reasons  why  distributors  and  dealers  can  make  more  money 
by  selling  the  MOLONEY  ALUMINUM  COMBINATION  DOOR: 

1.  Hundreds  of  our  dealers  report  btwming  sales.  Just  one  example— last  month  alone,  one  of  our 
dealers  sold  130  d(M)rs  at  a  gross  profit  of  S3,000,  an  increase  of  789^  over  July,  1951. 

2.  Dealers  find  that  the  Moloney  All-Weather  Door  creates  three  times  its  value  in  tiittdow  sales. 

3.  It’s  the  finest  combination  dtxir  on  the  market;  product*d  and  marketed  with  the  know-how  of 
the  oldest  exclusive  combination  dtxir  manufacturer  in  the  business. 

4.  The  Moloney  Door  sells  at  the  most  competitive  price,  w’ith  full  percentage  mark-up  for  both 
dealer  and  salesman. 


5«  Trouble-free  installations  are  faster,  easier  with  our  exclusive  Adjnsto  Precision  Channels.  No 
fractional  sizes  necessary;  no  large  inventories  needed. 

6»  In  addition  to  national  advertising,  we  furnish  attractive,  free  dealer  aids;  professionally  designed 
by  one  of  America’s  biggest  advertising  agencies. 


"k  Get  on  the  Moloney  mop  now!  Exclu¬ 
sive  DISTRIBUTORSHIPS  and  DEALERSHIPS 
still  available  in  many  profitable  territories. 

WRITE-PMONE-oR  WIRE  i 

THE  MOLONEY  GOMPINV 

2409  Terminal  Tower  •  Cleveland  13,  Ohio  •  PRotpecI  1-0705 


THE  WORLD'S  LARGEST  MANUFACTURER  OF  ALUMINUM  COMBINATION  DOORS 
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Mannikin  seatad  befera  display  af 
madern  kitchen  equipment  at  Bartel's 
in  Philadelphia  is  dressed  in  stylish 
gown  to  emphasize  how  good  kitchen 
equipment  frees  the  housewife  from 
drudgery  and  mokes  her  work  easier. 


Philadelphia  Dealer  Triples  Kitchen 
Business  Despite  Upstairs  Showroom 


By  HARRY  J.  MILLER. 
Special  Correspondent 
Building  Specialties 


BARTKL’S.  52n(l  and  Market 
Streets.  Philadelphia,  is  a 
larjje.  sprawlinjr  business  jilace  in 
the  heart  of  the  Quaker  (Mty’s  most 
coiiKested  western  tratfic  area.  It 
<l(K‘s  a  mammoth  busine.ss  in  kitch¬ 
en  equipment,  larjre  and  small. 

Cramped  for  room,  despite  a  .se¬ 
ries  of  face-liftinjr  renovations  de¬ 
signed  to  add  more  space  and  thus 
expedite  sales  efforts,  Bartel’s  de¬ 
cided  to  improve  vertically  by  re¬ 
furbishing  its  .second  floor.  Hut 
this  po.sed  the  problem — would  cus¬ 
tomers  climb  the  .stairs? 


And  Bartel's  stairs  are  steej)! 

There  was  some  reason  for  this 
mental  debate,  since  mo.st  of  the 
.stores  in  the  neitrhborhood.  when 
faced  with  the  same  problem  of  ex¬ 
pansion,  had  hopelessly  abandoned 
the  idea  of  usiiijr  their  ui»stairs  for 
any  purpose  other  than  storajre. 

Cpper  Floor  I'.sed 

But  Jules  Schoenberg.  Bartel’s 
owner-manager,  went  ri^ht  ahead 
with  the  idea,  undismayed  by  the 
dire  forelxMliiiKs.  He  converted  the 
entire  lonp,  narrow  second  floor 
into  a  most  modern  and  attractive 
showplace  for  individual  kitchen 
appliances  as  well  as  complete 


kitchen  equipment.  Traffic  areas 
were  designed  to  i)lace  raiiK'es, 
sinks,  refrigerators,  wall  cabinets 
and  a  host  of  the  traffic  items  at 
their  most  advantageous  display. 

Banners  and  streamers  along  the 
•staircase  proclaimed  bargains  on 
the  upper  level. 

To  get  customers  to  climb  the 
stairs,  Schoenberg  u.ses  a  variety 
of  ideas. 

For  examj)le,  he  moved  most  of 
his  office  upstairs  so  that  custom¬ 
ers  making  their  installment  pay¬ 
ments  must  trek  up  to  the  second 
door.  Traffic,  therefore,  is  con¬ 
stantly  beguiled  by  the  kitchens  on 
display  and  a  good  percentage  of 
these  folk  succumb  to  the  lure  of 
{('oiifiiiin (/  OH  Pa(j<  69) 
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•  Gives  old  or  new  natural  aluminum  a 
brand-new  look  that  lasts! 

•  Protects  as  it  cleans  —  leaves  weather¬ 
proof  high  gleam! 

•  SoM  only  by  aluminum  window  and  door 
dealers! 

0  Fulfills  a  long-standing  need  of  consu¬ 
mers.  dealers,  manufacturers! 


Notv  you  have  the  perfect  answer  to  customer's  qiiert.  ‘"How 
do  I  rJean  them?'*  —  when  you  install  aluminum  window 
and  doors!  I’ROTEf'TAU'M  is  the  M-nsational  new  dis- 
covert  that  overcomes  and  prevents  the  ravages  of  weather 
and  time.  I  se  it  when  you  install  .  .  .  sell  it  to  your  new 
and  old  customers!  They'll  appreciate  PR(ITK<!TALl’M  and 
you’ll  appreciate  the  extra  husiness.  added  profit',  compen¬ 
sated  service  calls.  A  perfect  item  to  call  bark  on  old 


'RctacC  S/.OO 


ra  tranf^o.  H  ritm,  ffirfnf 


PRIITEfTUUM,  l\(!. 


no  CENTER  STREET  DUmont  4  5376  NEW  MILFORD.  N  | 
In  New  York  Call:  MU  8-1186 
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Survey  Estimates 

New  Home 


Above:  Roll-up  type  patio  cover  neatly 
rolled  up  end  out  of  Hie  way.  No  "put  up" 
or  "take-down"  or  ftoroge.  Rafters  (pipe 
supports)  fold  underneath  rolled  up  cover. 


Right:  When  the  patio  or  terrace  cover 
has  been  fully  rolled  out,  the  front  bar  is 
anchored  to  the  two  uprights. 


Left:  Underneath  view  of  patio  cover.  With 
the  front  bar  fastened  to  the  uprights  slock 
in  the  cover  is  taken  up  by  means  of  o  gear 
at  the  left.  Note  that  the  cover  is  now  free 
of  the  rafters. 


Right:  Top  view  of  terrace  cover  prop¬ 
erly  pitched  so  that  water  can  drain 
off  quickly.  Easy  access  to  the  patio 
is  assured  because  there  are  only  two 
uprights  and  not  o  mate  of  pipe¬ 
work.  UlihiltJ  .M.. 
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That  SG%  of 

Owners  Want  Terrace  Covers 


-  $150  million  yearly  volume  seen  possible 

By  A.  BERTRAND  RUSSO. 

Sales  Mgr..  Bldg.  Prod.  Div..  OS  result  of  trend  toword  outdoor  living 

Orchard  Bros..  Inc. 


^PHE  shade  of  the  old  apple  tree 
once  represented  man’s  ideal  of 
outdoor  living.  Like  so  many  of  the 
old  things,  it  has  since  been  rele¬ 
gated  to  the  realm  of  romantic  song 
and  in  its  place  has  come  a  new  con¬ 
cept  of  outdoor  living — the  idea  of 
comfort  and  convenience.  These 
are  the  measure  of  outdoor  living 
today. 

W’hen  the  builder  eliminated  the 
front  and  back  porches,  he  opened 
up  an  entirely  new  vista  for  the 
home  owner — one  that  included  his 
garden,  his  neighbor,  his  “sur¬ 
rounds”.  To  see  and  be  seen  satis¬ 
fied  a  basic  human  need. 

Then  came  the  picture  window. 
Through  it,  the  blue  of  the  sky  and 
the  green  of  the  earth  met  in  his 
living  room,  sat  at  his  dinner  table 
and  even  followed  him  into  the 
kitchen.  The  picture  window  was 
an  extension  of  living  beyond  the 
four  walls  of  his  house,  to  include 
the  out-of-d(K)rs. 

Two  Factors 

As  a  result  of  the.se  two  factors, 
the  home  improvement  market  has 
been  enlarged  to  include  many  new 
products  and  several  of  the  old 
ones  have  come  into  their  own. 
Among  the  latter,  seed  and  shrub¬ 
bery  growers,  landscape  builders, 
outdoor  furniture  and  garden  tool 
manufacturers  —  all  report  a  land- 
oflice  business  with  sales  quadrup¬ 
ling  in  a  very  amazing  upswing. 

The  most  significant  of  the  new 


products  that  have  taken  hold  in 
this  out-of-door  home  improvement 
market  is  the  Terrace  or  Patio 
Cover.  Its  virtue  lies  in  corrosion 
resisting  aluminum  that  enables  it 
to  withstand  the  downpour  rains 
of  summer  and  the  icy  fingers  of 
winter,  thereby  eliminating  the 
bother  and  expenes  of  “put-up”  and 
“take-down”  as  well  as  storage. 

The  sales  appeal  of  the  Terrace 
Cover  is  in  its  sight-appeal,  for 
embodied  in  this  product  is  a  cer¬ 
tain  grandiose  living — the  “life-of- 
ea.se”  living — that  Mr.  and  Mrs. 
Home  Owner  crave.  Beneath  this 
cover,  living  can  move  outdoor 
conveniently,  comfortably.  With¬ 
out  it,  there  is  no  terrace — there’s 
ju.st  plain  garden-in-the-rain  or 
garden-in-the-sun. 

For  the  home  improvement  spe¬ 
cialty  dealer  who  may  have  been 


asleep  to  this  new  out-of-doors 
home  improvement  market,  here 
are  .some  wideawake  figures  to  con¬ 
sider. 

In  homes  with  a  family  income 
ranging  from  .$5,000  to  $25,000  and 
over— -or  a  median  of  $11,695,  32% 
have  a  Terrace  Cover,  37%^  have 
Outdoor  Cooking  Facilities.  Note¬ 
worthy  here,  is  the  closene.ss  and 
the  logic  of  the  relationship  be¬ 
tween  these  two.  If  Mr.  and  Mrs. 
Home  Owner  cook  outdoors,  quite 
naturally  they  want  to  eat  outdoors 
— conveniently  and  comfortably 
under  the  Terrace  (lover. 

As  proof  of  the  [)udding,  a  sur¬ 
vey  by  the  shelter  magazines  dis¬ 
closes  that  24%.  of  tho.se  who  didn’t 
have  one  wanted  a  Terrace  Cover 
and  27',  of  those  who  didn’t  have 
Outd(M)r  (’ooking  Facilities  wanted 
(Cdtitiuind  on  lUifie  74) 


Example  ot  a  ter¬ 
race  cover  instal¬ 
lation  at  the  front 
of  the  house.  Elimi¬ 
nation  of  front 
porch  by  builder 
brought  outdoor 
living  to  this  house¬ 
hold.  In  winter, 
cover  is  rolled  up. 

! 
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BUILDING  SPECIALTIES 


Avoid  Installation  Delays  With  A  Good 

^  Window  Numbering  System 


-^Jllustration  courtesy  the  Heather  f'roof  Co 


EV'KRY  dealer  has  been  plagued 
at  one  time  or  another  by  an¬ 
noying'  and  sometimes  costly  mis¬ 
takes  which  result  from  an  ineffi¬ 
cient  system  for  numbering  win¬ 
dows.  Without  an  accurate  method 
for  identifying  windows  the  in.stal- 
lation  mechanics  will  waste  their 
time  sorting  out  the  storm  sash  and 
trying  them  on  the  various  house 
windows  to  see  which  ones  fit. 
Whatever  system  is  used  it  should 
be  uniform  throughout  the  deal¬ 
er’s  organization.  Every  sale.sman, 
measurer,  checker,  or  mechanic 
should  follow  the  same  method.  The 


identical  numbering  .system  should 
also  appear  on  all  order  blanks  in¬ 
cluding  tho.se  .sent  to  the  manufac¬ 
turer. 

A  suggested  sy.stem  which  many 
dealers  have  adopted  is  to  start  at 
the  main  front  door  and  go  around 
the  house  in  a  counter-clockwise  di¬ 
rection,  numbering  the  windows  in 
order  1,  2,  3,  etc-.  Don’t  skip  any 
window  whether  you  have  an  order 
for  it  or  not.  After  numbering  all 
the  windows  on  the  lower  floor  go 
up  the  .stairs  (if  any)  and  continue 
the  consecutive  numbers  in  the 
.same  counter-clockwise  direction. 
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CcUdmdt  ^  .  .  .  2u4ok»Ai  *Jo>  OniiaU  .  .  • 


1.  Because  Ron-del  Folding  Awnings  are  de¬ 
signed  not  only  for  permanence  and  beauty 
.  .  .  but  also  to  provide  exclusive  ideal  sun 
control.  Up  or  Down  at  o  touch. 

2.  All  the  advantages  of  stationary  permanent 
awnings  are  combined  with  the  utility  of 
canvas  awnings  in  one  product. 

3.  The  advantage  of  central  mass  production 
by  the  world's  largest  aluminum  fabricators 
provides  low  first  cost. 

4.  Heavy  gauge,  rust- proof  aluminum  con¬ 
struction —  latest  aluminum  preparation  and 
painting  methods  assure  Qualify. 

5.  Unsurpassed  beauty,  a  wide  range  of  stand¬ 
ard  colors  in  chip-proof,  fade-proof  baked- 
on  enamel  and  the  exclusive  Folding  feature 
guarantees  customer  appeal. 

Send  the  coupon  for  literature  and  our  profit- 

making  deal. 


Engineered  for  quick,  easy  installation  with  low 
labor  cost.  No  mess,  bother,  scaffolding  or 
rigging. 

Dealers  and  distributors  wanted  to  sell  this 
nationally  advertised,  complete  line. 

Made  in  standard  style,  door  hoods,  commercial 
awning  and  canopy,  casement  type,  and  custom 
mode. 


Ron-dtl,  Inc. 

PairthavM.  Ratarv*  loon  life  SuiMinfl 

Ootlot,  Taioi  I 

Sand  in*  yo«r  lotMt  Ufarofur*  aad  iafaraiatiaa  aa  haw  I  aa*  aMha 

good  prallH  wMt  your  owniag  Una. 


Noma . 

Addrau . 

CHy . Stota . 

I  am  a  daalar  Q  Diitributor  Q 
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BUILDING  SPECIALTIES 


How  To  Advertise  On  A  Shoesbing 

Short  of  funds  for  advertising?  Signs  erected  on 
the  job  can  bring  in  a  surprising  number  of  leads 


Ty^ENTlON  thf  word;  “Adver- 
tisinjr”  to  almost  any  progres¬ 
sive  specialty  dealer,  and  two 
thouKhts  immediately  come  to  his 
mind:  (1)  it  is  a  jfood  thin^,  and 
produces  business,  but  (2)  it  usu¬ 
ally  costs  quite  a  bit  of  money,  the 
amount  beinjf  in  direct  ratio  to  the 
type  and  amount  of  advertisinR  de¬ 
cided  upon.  However,  as  a  dealer 
in  Northern  Westchester  County, 
New  York,  discovered,  the  second 
point  “ain’t  necessarily  so,’’  as  the 
saying;  jrtwa. 

HaviiiK  started  in  business  only 
recently,  and  havinj?  started  on  the 
proverbial  shoe-string;,  this  alert 
dealer  recog;nized  that  he  had  to 
have  advertising;  in  order  to  ex¬ 
pand  his  volume.  He  had  very  little 


spare  ca.sh  that  could  be  inve.sted 
in  advertising,  and  in  addition,  he 
did  not  have  the  financial  resources 
needed  to  hire  .salesmen.  At  the 
start  he  operated  as  a  one-man  con¬ 
cern,  hiring  occasional  helpers  only 
where  needed,  and  on  a  “per-day” 
basis.  He  finally  decided  that  he 
needed  to  advertise  if  he  was  to 
.stay  in  busine.ss.  He  could  not  .spare 
the  time  to  make  sales  calls  or  can¬ 
vass,  as  he  was  busy  working  on 
the  job.  Newspaper  rates,  while 
modest  in  that  area,  nevertheless 
w'ere  still  too  costly  at  the  start. 
The  same  applied  for  the  other 
forms  of  advertising,  such  as  di¬ 
rect-mail,  etc. 

He  needed  a  form  of  advertising 
that  would  involve  little  or  no  co.st. 


How  |Do  YOU  Storm  Sash  Ranch  Type  Windows? 


— Photo  courtesy  Pioueer  Stone  Cote  Co. 


How  to  •term  toih  tho  ranch  windowi  on  tho  noot  tromo  bungalow  thown  above  it  a 
groblom  that  tgociolty  doalon  hove  tolved  by  uting  oithor  outside  casement  storm 
sash  or  a  variation  of  the  interior  installation  used  for  basement  windows.  The  base¬ 
ment  type  storm  sash  and  screens  may  be  hinged  at  the  top  to  allow  access  to  the 
prinse  window. 


and  yet  at  the  same  time  be  work¬ 
ing  for  him  all  the  time.  In  addi¬ 
tion,  he  needed  a  type  of  advertis¬ 
ing  that  was  more  durable  than  a 
typical  newspaper  ad  that  appeared 
once,  and  then  was  useless. 

After  considerable  thought,  he 
decided  upon  a  simple  but  always 
effective  form  of  advertising.  He 
contacted  a  local  sign  painter,  and 
had  a  fairly  large  (3  feet  high  by 
four  feet  wide)  sign  made  up.  The 
sigTi  was  painted  in  two  weather- 
fast  colors  upon  sheet  metal,  fin¬ 
ished  with  a  coat  of  outdoor  var¬ 
nish.  A  wooden  frame  strengthens 
and  .stiffens  the  sign,  and  two  wood¬ 
en  stakes,  .sharpened  at  one  end, 
and  fa.stened  to  the  sign  with  easily 
detachable  bolts  and  w’ing-nuts, 
permit  the  sign  to  be  mounted  sim¬ 
ply  by  pushing  the  .stakes  into  the 
front  lawn  of  the  customer.  Cus¬ 
tomers  rarely  object  to  the  sign,  as 
there  is  no  damage  to  the  lawn. 
The  .stakes  are  made  of  1  x  2  inch 
stock,  and  the  holes  are  closed  w'hen 
the  sign  is  remov'ed  simply  by  .step¬ 
ping  hard  on  the  turf,  using  the 
heel. 

The  wording  on  the  sign  says: 
“Another  Set  of  Aluminum  Com¬ 
bination  Window’s  Is  Being  In- 

.stalled  By  - .’’  At 

the  bottom  of  the  sign  in  smaller 
printing  appears  this  legend :  “For 
YOUR  Free  Estimate  Call’’ — fol¬ 
lowed  by  the  firm’s  ’phone  number. 

Similar  signs  adorn  the  sides  of 
his  panel  truck,  and,  as  a  final  fol¬ 
low-up,  another  large  sign  is  placed 
on  the  customer’s  front  lawn  for  a 
{Contivued  on  Page  74) 
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New  Wood  Combination 
Window  By  Schumacher 

Skillful  blending  of  old  and  new 
has  resulted  in  The  F.  S.  Schu¬ 
macher  Company’s  new  Ever- 
Reddy  storm  window.  To  the  ver¬ 
satile  beauty  of  jrenuine  kiln-dried 
redwood  has  been  added  a  si)ecial 
resistance  treatment  to  moisture 
and  dimensional  variation. 

The  Ever-Reddy  is  easily  in¬ 
stalled  and  will  fit  any  standard 
openiuK  without  planintr  or  trim¬ 
ming.  Consists  of  four  sections  .  .  . 
frame,  two  Klass,  one  screen  with 
ru.st-resistant  cadmium-plate  hard¬ 
ware  throughout.  Self-storinjr  fea¬ 
ture  is  also  available  on  request. 


An  agKressive  series  of  sales 
aids  effectively  pointing  up  the 
convenience,  efficiency  and  econ¬ 
omy  of  Ever-Reddy  storm  windows 
is  available  for  i)tt)mpt  shipment. 
The  company,  which  also  manu¬ 
factures  a  complete  line  of  pon- 
derosa  pine  and  redwocxl  combina¬ 
tion  storm  doors,  will  answer  all 
inquiries  regardinj?  special  mer- 
chandisinjf  plans  on  both  combina¬ 
tion  doors  and  windows. 

* 

3-Track  Combination  Made 
By  Jerith  Mfg.  Co. 

The  all-new  Cadillac  triple-track 
storm  sa.sh,  which  attracted  .so 
many  enthusiastic  viewers  at  the 


last  Nersica  show  in  New  York, 
is  i)rovin}j:  equally  receptive  with 
home  owners,  as  shown  by  the  fa¬ 
vorable  reports  from  various  Cadil¬ 
lac  dealers  and  di.stributors. 

The  Cadillac  window  has  been 
developed  and  improved  by  Irvinn 
Schwartz,  lon^  active  in  the  storm 
window  industry.  Made  of  heavy 
KauKC  extruded  aluminum,  it  is 
manufactured  exclusively  by  Mr. 
Schwartz  in  his  own  new  plant,  the 
Jerith  Manufacturing  Co.,  Phila¬ 
delphia  25,  Pa.  Many  of  the  tine 
features  which  help  to  sell  the  new 
Cadillac  are  found  only  in  this  par¬ 
ticular  window. 

Another  fast  .selling  pnxluct  of 
the  Jerith  Manufacturinjr  Co.  is 
their  Storm  Craft  window,  an  all¬ 
aluminum  siiiKle  track  combination 
storm  sash  and  screen. 

*  *  * 

Aluminum  Door  Scrolls 

Lt'igh  Door  Scrolls,  a  new’  prod¬ 
uct  to  enhance  the  beauty  and 
charm  of  home  entrance-ways,  is 
now  beiiiK  marketed  by  Lei^h 
rtuildinjjr  Products  Division  of  Air 
Control  Products,  Inc. 


For  litprature  and  prices  of  products 
mentioned  here,  write  to 
New  Products  Editor 

BUILDING  SPECIALTIES 
425  Fourth  Ave ,  New  YorF-,  N  Y. 


Leiph  Door  Scrolls  are  full 
depth  aluminum  ca-stin^s  from 
hand  carved  models  and  are  fin¬ 
ished  in  textured  white  or  natural 
lustre  aluminum.  They  are  made 
in  two  attractive  patterns.  1.  “Eln- 
chantment,”  a  sw’irlinK  Joaf  de¬ 
sign  to  be  u.sed  in  .sets  of  four,  one 
for  each  corner  of  the  screen  or 
storm  door.  Size  is  1 1"  x  1)’*,  packed 
4  Iter  carton.  2.  “Morning  Glory,” 
with  entwined  leaves  and  flowers 
to  be  u.sed  in  .sets  of  two  in  diatr- 
(tnally  opptxsite  corners.  .Size  is 
20"  X  14",  packed  2  per  carton. 


MountinK  holes  are  provided  and 
ru.st  pr(K)f  screws  are  furnished. 
Ix‘i}rh  Scrolls  can  be  installed  by 
anyone  in  a  few  minutes. 

*  «  « 

Sash  Lights  of 
Plastic  Fiberglos 

Sash  lights  of  shatterproof  Reso- 
liU*  are  now’  available  in  all  stand¬ 
ard  or  special  sizes  in  both  stand¬ 
ard  and  extra  heavy  weights.  These 
translucent,  flat  plastic  sheets  are 
made  of  polyester  resins  reinforced 
with  Owens  -  Corning  F'iberglas 
mat,  in  the  ajFproximate  propor¬ 
tion  of  70%  resins  and  30%  gla.ss 
fibers.  Supplied  in  eight  .standard 
colors,  pale  green  in  the  color  rec¬ 
ommended  for  window  lights  be- 
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cause  of  its  high  transmission  of 
liKht,  its  excellent  light  diffusion 
and  the  visual  comfort  afforded. 

Kesolite  window  lights  are  at 
their  greatest  advantage  supplant¬ 
ing  glass  panes  in  buildings  sub¬ 
ject  to  severe  vibration,  concussion, 
radiant  heat  and  other  causes  of 
glass  pane  breakage.  Uasolite  is 
unaffected  by  weather  extremes  of 
heat,  cold  and  moisture.  It  is  inert 
to  industrial  fumes,  and  the  acids 
and  alkalies  normally  encountered. 

Ke.solite  panes  are  installed  in 
the  same  manner  as  glass;  by  glaz- 
er’s  points  and  putty,  or,  in  the 
case  of  steel  sash  and  doors,  glazing 
compound  and  spring  clips  or  glaz¬ 
ing  angles.  For  glazing  partitions 
and  other  similar  uses,  Resolite  is 
supplied  in  flat,  diamond  pattern 
sheets  up  to  42"  by  96".  Sheets  or 
lights  are  cut  at  the  factory  to  di¬ 
mensions  specified  at  no  additional 
charge. 

«  *  * 

New  Universal  Aluminum 
Casement  Windows 

The  Univer.sal  Window  Company 
has  announced  production  of  a  new 
line  of  aluminum  casement  win¬ 
dows  for  all  types  of  residential 
construction. 


Frames  and  .sa.sh  of  the  Dono- 
van-Univer.sal  residential  case¬ 
ments  are  precision  made  from 
.strong  extruded  aluminum  sec¬ 
tions.  F'lash-welded  corner  joints 
are  neat  and  weathertight.  Oper¬ 
ating  .sash  opens  beyond  90*  for 
full  frame  ventilation.  Wide-open¬ 
ing  extension  hinges  permit  both 
sides  of  the  windows  to  be  cleaned 
from  inside  the  building.  A  roto- 
type  operating  handle  controls  the 
sash  with  a  twist  of  the  wrist, 
without  interfering  with  blinds  or 


screens.  The  sash  lock  is  of  cam 
and  lever  type. 

The  new  Donovan-Universal  res¬ 
idential  casements  are  available  in 
all  standard  sizes,  with  or  without 
muntins,  in  any  desired  combina¬ 
tion  of  operating  and  fixed  sash. 
Windows  are  delivered  completely 
as.sembled,  ready  for  glazing.  Spe¬ 
cial  sizes  are  available  on  order. 

♦  «  ♦ 


Crawford  Announces 
New  Garage  Door 


A  brilliant  new  addition  to  the 
Crawford  Marvel-Lift  Door  line  is 
announced  by  Robert  A.  Hacka- 
thorn,  president  and  sales  manager 
of  Crawford  Door  Company. 

The  new  model  has  been  named 
the  “Riviera.”  Structurally,  it  dif¬ 
fers  from  conventional  garage 
doors  in  that  it  has  five  narrow  sec¬ 
tions  within  the  door  height  usu¬ 
ally  occupied  by  four,  and  the  dif¬ 
ference  in  appearanced  produced 
by  this  five-section  design  is  quite 
remarkable. 

The  narrow  .sections  with  their 
crisp  moldings  enclosing  long  hori¬ 
zontal  panels  produce  an  effect  of 
length  and  lowness  which  is  very 
beautiful  and  which  is  not  only  in 
tune  with  today’s  trend  toward 
long,  low  structural  lines  in  all 
types  of  residential  architecture, 
but  also  is  still  in  such  simple  good 
taste  that  it  blends  effectively  with 
all  American  traditional  styles. 

*  *  * 

New  Storm  Sash  To 
Save  Dealers  25% 

Development  of  a  new  outside 
type  aluminum  storm  sash  designed 
for  easy  as.sembly  will  save  dealers 
an  average  of  25' r  on  their  costs, 
L.  S.  Wilson  Mfg.  Co.  has  an¬ 
nounced. 


The  new  storm  sash  was  speci¬ 
fically  designed  for  K-D  shipment. 
It  is  shipped  complete  with  all 
necessary  hardware  but  without 
glass.  Glazing  can  be  done  by  the 
dealer  in  a  few  seconds’  time.  It  is 
only  necessary  to  set  the  glass  in 
the  cork-lined  glazing  bed  and  pre.ss 
the  special  snapping  spline. 

A  smart  appearance  is  achieved 
by  avoiding  the  use  of  exposed  clips 
or  brackets  to  hold  the  insert  in  the 
frame.  The  estimated  25%  .saving 
makes  allowance  for  the  dealer’s 
cost  of  as.sembly  labor  and  glass 
co.st.  Buying  this  new  .storm  sash 
on  a  K-D  basis  reduces  the  dealer’s 
inventory  inve.stment  and  reduces 
shipping  co.sts  sub.stantially.  Pur- 
cha.se  of  gla.s.s  and  a.s.sembly  costs 
can  be  deferred  until  .sales  are 
made. 

*  ♦  * 

Keystone  Alloys  Co. 

Puts  Out  New  Manual 

The  Key.stone  Training  Manual, 
a  115-page  book  containing  de¬ 
tailed  drawings  and  complete  in¬ 
structions  for  ordering  and  install¬ 
ing  Keystone  Aluminum  Storm 
W'indow’s  and  Doors,  has  been  pub¬ 
lished  by  Keystone  Alloys  Co., 
Derry,  Pa.,  for  dealers,  salesmen, 
and  installers  of  Keystone  prod¬ 
ucts. 


Basic  procedures  for  measuring, 
ordering,  and  installing  all  types 
of  Keystone  Aluminum  Storm  Win¬ 
dows  and  Doors  are  de.scribed  in 
the  new  Key.stone  Training  Man¬ 
ual.  Data  includes  double-light, 
single-light,  oriel,  picture,  and  mul- 
lion  windows,  porch  enclosures  and 
{Cotithnnd  0)1  Page  80) 
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don't  be 
satisfied 
with  anything 
but  the 

best 


Your  best  prospects  for  soies  today  ore 
satisfied  customers.  Be  sure —investigate 
and  compare  ali  windows.  However  this 
is  a  fact  —  the  jaiousie  type  window 
has  proven  to  be  the  most  versatiie  and 
functionai  yet  designed.  But  they  are 
not  all  constructed  the  same.  PRO-TECT-U 
is  the  Pioneer  in  the  jalousie  industry. 

t'ht‘vk  thvHv 

•  Wide  4"  louvers  that  open  to 
100X  air  flow. 

•  Easy  operation  to  any  height  through 
balanced  louvers. 

•  Ventilation  even  when  it's  raining. 

•  Weatherproofed  through 
patented  design. 

•  Simple  locking  in  any  position. 


D*p>.  $S-6 

Coral  Gablot,  florida 
Wtito  today  for  tomphto  dotoilt  on  a 
fro-Totl-U  doalorthip.  Prompt  rophy  and 
tlritfott  tonfidonto  anurod. 
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B.  S.  REPORTER . . . 


New  How«U-dor  Distributor 
Appointed 

The  C.  C.  Jolly  Company,  of 
Owatonna,  Minnesota,  has  joined 
the  Hovv-ell-dor  sales  force  as  dis¬ 
tributors  in  that  area.  They  have 
been  authorized  to  di.stribute  the 
complete  line  of  How-ell-dor  sec¬ 
tional  Upsweep  KJU'ajfe  doors  for 
residential,  commercial  and  indus¬ 
trial  installations  as  well  as  How- 
ell-dor  Electric  Operators. 

*  «  * 

Kenitex  Builds  New  Plant 

The  Kenitex  Corporation,  manu¬ 
facturers  of  exterior  coatings,  are 
building  a  new',  modern  plant  for 
increased  production  of  asbestos 
Kenitex. 

The  new  plant  is  being  built  on 
a  one-and-a-half-acre  site  in  the 
we.st  IjOs  Angeles  industrial  area — 
near  the  intersection  of  Jefferson 
and  Fairfax  Avenues. 

The  main  structure  is  of  tilt-up 
concrete  con.struction  with  truss 
r(K>f.  A  four-truck  wall  provides 
dcH'king  facilities  for  ease  of  ma¬ 


terial  handling.  The  main  execu¬ 
tive  offices  w'ill  also  be  located  at 
this  new  addre.ss,  together  with  the 
latest  processing  and  research  fa¬ 
cilities. 

Kenitex  was  introduced  on  the 
market  four  years  ago  and  has 
proven  widely  popular  from  coast 
to  coast,  for  both  commercial  and 
residential  buildings.  Kenitex  Cor- 
jK)ration’s  decision  to  build  the  new 
IjOs  Angeles  plant  indicates  the 
grow’ing  demand  for  their  new' 
product. 

*  «  * 

Childers  Appoints 
B.  J.  Appleton 

The  Childers  Manufacturing 
Co.,  Houston,  Texas,  has  appointed 
Bert  J.  Appleton,  84-24 — l()7th  St., 
Richmond  Hill  18,  N.  Y.,  as  dis¬ 
trict  .sales  manager  for  Childers 
Aluminum  Awnings  in  the  New' 
York  area.  The  Childers  Company 
is  the  world’s  largest  manufacturer 
of  completely  packaged  aluminum 
awnings  for  home  installation. 

Appleton’s  appointment  marks 


B.  J.  Appleton 


the  late.st  .step  in  Childers’  new  ex¬ 
pansion  program  aimed  at  com¬ 
pleting  their  nationwide  aluminum 
awning  .sales  organization.  Child¬ 
ers  packaged  aluminum  awnings 
are  .sold  by  franchise  dealers  in 

protected  territory. 

*  e  * 

Mullins  Ads  To  Stress 
National  Home  Week 

Home  builders  who  show  Ex¬ 
hibit  Homes  during  National  Home 
Week  next  September  w'ill  benefit 
from  the  adverti.sing  support  that 
Youngstown  Kitchens  and  its 
wholesale  distributors  will  give  to 
the  nation-wide  program. 

M.  L.  Ondo,  manager  of  builder 
sales  of  Youngstown  Kitchens,  has 
announced  that  the  firm’s  entire 
September  national  advertising 
schedule  will  be  devoted  to  publi¬ 
cizing  National  Home  Week. 

Designed  to  stimulate  interest 
in  local  builders’  exhibit  homes, 
the  campaign  will  be  spearheaded 
by  a  double-page,  four-color  ad  in 
the  September  i.ssue  of  the  Satur¬ 
day  Evening  Post. 

An  estimated  .S5,000,000  per.son.s 
will  .see  the  ads  which  are  to  ap¬ 
pear  in  Woman’s  Home  Compan- 


ArHit't  drawing  of  Kenitex  Corporation's  new  building  in  Los  Angeles  ot  Jefferson  ond 
Fairfax  Avenues. 
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ion.  Better  Homes  and  Gardens, 
Living  for  Young  Homemakers, 
Farm  and  Ranch,  Southern  Agri¬ 
culturist,  Christian  Herald,  and 
Sunset,  in  addition  to  the  Satur¬ 
day  Flvening  Post. 

The  Youngstown  Kitchens  firm 
is  also  running  ads  in  trade  publi¬ 
cations  to  spur  builder  interest  in 
National  Home  Week  called  the 
builders’  bigge.st  merchandising 
event. 

«  *  * 

Kyte  &  Quentin  Co.  To  Be 
Cennak  Distributor 

The  appointment  of  Kyte  & 
Quentin,  Kansas  City  distributors 
for  Cermak  “Undergated”  plastic 
wall  tile,  is  announced  by  Frank 
Cermak,  president  of  Cermak  Tile 
Company,  Inc. 

The  thirty  year  old  Kyte  &  Quen¬ 
tin  Co.  will  handle  Cermak  .sales 
in  Missouri,  Kansas.  Iowa,  Neb¬ 
raska,  Oklahoma  and  Arkansas. 
Jack  Kyte,  George  Quentin  and  Bob 
Holmes  will  call  on  Building  Ma¬ 
terial,  F’loor  Covering  and  Hard¬ 
ware  jobbers  as  well  as  chain  oi)- 
erations  in  the  above  territories. 

*  *  * 

American  Structural  Prod. 

Co.  Gets  New  Name 

Owens-Illinois  Glass  Co.  an¬ 
nounced  that  its  subsidiary,  Amer¬ 
ican  Structural  Products  Co.,  has 
changed  its  name  to  Kimble  Glass 
Co.,  and  on  June  1  acquire  the 
business  and  a.s.sets  of  the  Kimble 
Gla.ss  Division. 

The  a.s.sets  of  the  subsidiary  will 
then  totiil  more  than  $2(),00(),00b. 
The  Kimble  Division  produces  glass 
tubing  and  rod.  .scientific  labora¬ 
tory  gla.ssware  and  container  sjie- 
cialties  at  plants  in  Vineland.  N. 
J.,  Chicago  Heights,  Ill.,  War.saw. 
In.  and  Toledo,  O. 

American  Structural  Products 
Co.  has  been  a  leading  manufac¬ 
turer  of  light  directing  glass  block 
for  industrial  school,  commercial, 
residential  and  other  buildings. 

Carl  R.  Magowen,  president  of 
Owen.s-Illinois,  said  that  the  move 
will  increa.se  the  efficiency  of  oj)- 
(Co)itinind  on  Paffc  75) 


VENETIANS 

when  they  carry 
this  ("f 


LEVOLOR-built  Venetians  are  fast 
moving  .  .  .  Profitable.  Recognized 
as  the  finest  .  .  .  they  are  backed 
by  powerful  national  advertising 
.  .  .  and  supported  by  hard-hitting 
dealer  advertising  and  merchan¬ 
dising  aids. 


Built  with  the  lEVOLOR 
•ftcioied  metol  head... 
fomout  for  quality  and 
vortotility. 


INTERESTED? 


WRITE  TO 


leyolor 

Tra4«Marli 


Time-Proven  Products  for  Venetians 


Tapo  ends  disapper  in¬ 
to  sleek  Metal  Bottom 
Bor  .  •  . 


LEVOLOR  LORENTZEN,  INC. 

391  West  Broadway,  New  York  12,  N.  Y. 

I  would  like  full  information  on  becoming  an 
Approved  Dealer  for  LEVOLOR-built  Venetians. 

Firm  Name . - 

Street.  . - 

City . State  . . 

Signed . 

Copyriilht  1952  1-vr.lor  lo'cnty.n.  Inc..  Hn«  Yort.  N.  Y. 


''DEAL  DIRECT.  .  . 

SAVE  THE  DIFFERENCE" 

Standard  sizes  for  all  makes  of  Steel 
Casements  •  Projected  —  Pivoted — 
Basement  or  Utility  Windows. 

STEEL  OR  ALUMINUM  FRAMES 

Stondord  Type  U  Screens.  Bronze  Loequer 

Spcciol  Finish  Wire . Only  $1.22 

SEND  FOR  SAMPLES  and  PRICE  LISTS 

The  A.  W.  BARNHART  CO. 

140  HIGHLAND  STREET  •  PORT  CHESTER  N  Y 
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On  The  House 

(Continwd  from  Page  33) 

in  6xing  the  door  and  onr 
three>monlh  guarantee  ran 
out.  They  finally  Rent  another 
repairman  but  he  too  failed  to 
fix  it.  Now  the  eumpany  hait 
itent  the  door  bark  to  the  fac¬ 
tory.  We  would  like  our  mon¬ 
ey  bark,  since  we  have  not  had 
the  use  of  a  door  since  Novem¬ 
ber,  Is  there  a  court  of 

small  claims  near  here?  Where 
do  you  stale  your  case?  Do 
you  have  to  hire  a  lawyer? 

1).  M.  V. 

In  its  rei)ly  the  newspaper  urged 
the  home  owner  to  take  his  case  to 
the  City  court  and  to  report  the 
case  to  the  Better  Busine.ss  Bureau. 
It  surely  doesn’t  take  much  imagi¬ 
nation  to  realize  how  damaging 
that  item  must  be  to  the  business 
of  every  legitimate  dealer  in  New 
Rochelle.  Obviously,  every  home 
owner  w’ho  has  read  that  para¬ 
graph  will  be  very  wary  of  the 
next  salesman  who  comes  to  his 


door  for  fear  that  he  too  may  be 
victimized.  The  .salesman  of  the 
honest  dealer  in  this  city  will  have 
to  overcome  much  more  consumer 
resistance  than  he  normally  would 
and  his  job  will  be  much  harder 
than  it  should  be. 

The  sad  thing  about  this  case  is 
that  the  dealer  in  question  is  prob¬ 
ably  not  a  phony  or  faker.  He  is 
apparently  inefficient  and  doesn't 
know  how  to  run  his  organization 
or  hire  mechanics  who  know  their 
business.  Bad  installations,  as  any 
liealer  knows,  kill  more  future  sales 
than  anything  else.  In  this  rase  an 
intelligent  businessman  would  have 
preferred  to  take  a  b»ss  on  th<‘  door 
rather  than  «lainage  his  reputation 
and  risk  the  hiss  of  all  future  sales 
in  that  neighlM>rhoo«i. 

Phoney  Advertising 

{C^mtinued  from  Page  38) 
adverti.sing  would  bo  harmful. 

h'orum  di.scu.s.sion  brought  out 
that  now.spapor.s  which  accept  mi.s- 
leading  adverti.sing  are  liable,  but 


they  mu.st  first  be  put  on  notice. 

Di.stribution  was  made  at  the 
meeting  of  a  circular  telling  of  the 
conviction  in  Baltimore  of  Better 
Living,  Inc.,  and  its  advertising 
agency  on  charges  of  untrue,  de¬ 
ceptive  and  misleading  advertis¬ 
ing. 

Many  contractors  who  attended 
the  meeting  felt  that  a  conviction 
of  a  similar  type  in  the  New  York 
area  would  have  the  .same  salutary 
effect  it  had  in  Baltimore,  which 
has  had  little  trouble  since  the  wide 
publicity  given  the  conviction  ob¬ 
tained  there. 

Meanwhile  a  committee  on  ethi¬ 
cal  advertising  practices  of  the 
National  Combination  Window  & 
Door  In.stitute,  the  trade  a.s.socia- 
tion  of  the  manufacturers  in  this 
field,  has  been  working  with  Hugh 
Jackson  of  the  New  York  Better 
Busine.ss  Bureau  to  draw'  up  rules 
which  it  is  hoped  will  .set  a  stand¬ 
ard  for  honest  advertising. 

The  committee  has  not  yet  com- 
(Coiitinued  on  Page  60) 


STAINLESS 


u  0  COMBINMION 

VIWOO^NS 


ASSEMBLE  THEM  YOURSELF 
and  reap  the 
EXTRA  PROFITS 

Assembly  is  easily  done  without  expensive  equip¬ 
ment.  Do  it  ie  your  shop  or  on  the  job. 

COMPO  has  many  exclusive  features  for  easier 
selling,  added  beauty  and  greater  profits.  Sell 
For  Less  —  Make  More. 


infirmtim  to  Dipt  2-19 


miracle 
PRODUCTS  COMPANY 

15221  W.  11  MILE  RD.  BERKLEY,  MICH 


LOWEST  DEALER  PRICE 
EASY  TO  SaL  AND  INSTALL 
FASTEST  OaiVERY 
NATIONALLY  ADVERTISED 

Pbeni  Jordan  4-5944 


ALUMINUM 
COMBINATION 
DOORS  &  SCREEN 
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■WKIlSim  iff  4^^600$ 


Exclusive  OTHRU  Features: 


Yes,  the  PACKAGED  PACE-SETTER  that  amazed  the  indus¬ 
try  last  year  is  now  arrayed  in  GAY  COLORS!  That  means 
even  MORE  SALES  for  this  revolutionary  ALUMINUM 
AWNING  that  can  be  assembled  in  minutes. 

C-THRUS  come  in  four  BAKED  ENAMEL  COLORS  that  will 
wilt  the  sales  resistance  of  any  proud  homeowner.  What's 
more  . .  .  your  customer  gets  complete  LIGHT,  and  perfect 
VENTILATION.  It's  a  PROFIT  WINNER  any  way  you  look 
at  it.  Write  for  full  particulars  TODAY  .  .  .  see  how  YOU 
can  cash  in  on  ibis  sure-fire  sales  item! 

Available  in  30  standard  sizes 
and  7  color  combinations. 

JOBBERS:  Write  or  wire  immediately  for  further  information. 
DEALERS:  Contact  us  for  location  of  your  nearest  jobber. 


AIR 


LIGHT 

C-THRU'5  paf«nt«cl  curvtd 
louv«r»  brtak  up  karth,  out' 
tid*  light  which  •nftrt  your 
room  ftoft,  gloroUtt  and  dif- 
fufttd.  No  moro  droory 
rooms  with  this  oxclusivo 
footuro. 


VENTILATION 

C-THRU'S  •ngintarcd  l•uv•r* 
kctp  ik*  tun  away  from 
your  windewt,  and  allawt 
complolo  air  circutalian.  No 
doad  air  pockolt  moant  lom- 
poraturot  loworod  at  much 
at  17  dogroot. 


C-THRU  ALUMINUM  AWNING  CO.  •  424  W.  11th  ST.  •  LOS  ANGELES  1  5,  CALIF. 
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•  teaufy  of  Dofiffi 
•  Unporollolod 
Crpfffinpfitliip 
•  Low«  Low  frkof 


^  86  Combination  Windows  Installed 
Cos^  Got  You  Do^?  1 0^  Mansion  By  New  Jersey  Dealer 
KESSLER 

Glass  Retainer  Splines 
Screen  Retainer  Splines 

Assure  you  of  Bettor 
Windows  and  Doors — Elimi¬ 
nate  Labor  —  Cut  Costs 

For  Aluminum,  Wood  or  Plastic  Windows, 

Doors 


Don*t  Deiay 
Order  IVotr  for 
Prompt  Driirrryl 


KESSLER  PRODUCTS  (0. 

1064  W.  Fadiral  St.  Phana  3933S 
Yaaaistawa,  Ohia 

Spacialitts  in  plastic  aitrusians  far  tha 
Starn  Windaw  Indaitry 


DOOR 


Uneado  Window  Spacioltias  Co.,  Inc.,  of  1160  E.  Grand  Sfreet.  ElixobeHi,  N.  J.,  introlled 
$6  triple  track  Sto-A-Co  aluminum  combination  windows  and  one  aluminum  combination 
door  on  this  mansion  in  Elberan,  N.  J.,  belonging  to  Frank  Holmes.  Uneeda  is  a  dealer 
of  Storm  Windows  of  Aluminum,  Inc.,  Apco,  O. 


Peerless  Grille  Co.  Nightingale  9  384i)| 

ill  foster  Avenue  BiooAIrn  36  Nt 


Phony  Adverfising 

{Cmitimted  from  Page  58) 

j  pleted  it.s  work,  but  when  a  suit- 
!  able  code  is  finally  formulated,  the 
I  New  York  Better  Business  Bureau 
i  will  call  a  meettin{r  of  all  local  deal- 
1  ers  and  will  submit  the  new  rules 
I  to  them  for  their  sugfrestions  and 
;  comments.  After  this  meeting  the 
I  Better  Business  Bureau  expects  to 
meet  with  the  repre.sentatives  of 
I  local  newspapers  and  other  adver- 
I  tising  media  and  obtain  their  sup- 
I  port  and  cooperation. 

There  is  every  indication  that 
newspapers  will  he  only  too  glad 
to  coojAerate  with  the  Bureau  in 
I  following  an  accepted  code  since 
in  most  ca.ses  their  advertising  de¬ 
partments  have  been  bewildered 
!  by  the  lack  of  any  ethical  stand- 
!  ard  which  could  be  used  as  a  guide 
I  to  fair  advertising.  In  addition  to 
j  these  projected  activities,  the  Bu¬ 
reau  will  continue  its  present  pol- 
I  icy  of  cooperating  wdth  the  New 
j  York  Department  of  Markets  and 
I  local  district  attorneys  who  have 
I  the  power  to  take  action  against 


businessmen  who  use  advertising 
to  defraud  the  public. 

The  activities  of  NERSICA,  the 
Better  Business  Bureau,  and  the 
committee  of  the  National  Combi¬ 
nation  Window  and  Door  In.stitute 
in  the  New  York  area  are  signifi¬ 
cant  in  more  than  a  local  sense 
since  the  experience  of  the  indus¬ 
try  in  this  area  is  likely  to  be  trans¬ 
lated  into  national  terms  and  will 
certainly  affect  dealers  in  other 
areas. 

Members  of  the  NCWDI  com¬ 
mittee  include  Jack  Lipman  of 
Warner  Mfg.  Co.;  Fred  Day,  F.  C. 
Russell  Co. :  Robert  Agulnick,  Alu- 
matic  Corp.  of  America;  and  Nel- 
.son  Blair,  Eagle  Picher  Co. 


Sales  Letter  To  All  J 

Salesmen  ^ 

Begin  this  brilliant  series  on  selling  / 

in  the  August  issue  of  ^ 

BUILDING  SPECIALTIES  { 
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Aluminum  Situation 

(Continued  from  Page  38) 

base  allowed  them  40,000  may  Ret 
the  same  amount  for  the  third 
quarter.  Those  with  a  60,000  pound 
1950  base  may  obtain  TS",,  of  this 
amount  for  the  third  quarter  while 
those  over  60,000  pounds  are  al¬ 
lowed  55 Yf  with  liberal  considera¬ 
tion  if  they  actually  require  more. 

Manufacturers  of  most  consu¬ 
mer  durable  ro(k1s,  like  metal  .storm 
.sash,  aluminum  awniiiRs,  refriRer- 
ators,  washinR  machines,  vacuum 
cleaners  and  other  appliances  are 
affected. 


Home  Builders 

Home  builders  for  the  tir.st  time 
will  be  able  to  self-certify  up  to 
200  pounds  of  aluminum  a  dwell- 
inR.  This  does  not  apply  to  apart¬ 
ment  hou.ses,  but  to  dwellinR  hous- 
iuR  for  one  to  four  families. 

Builders  of  industrial  plants  may 
.self-certify  up  to  2.000  i)ound.s  of 
aluminum  a  project  in  any  quar¬ 
ter,  in.stead  of  1,000  pounds. 

1,000  Pounds  of  .Aluminum 

P'or  all  other  construction  ex¬ 
cept  public  roads  and  recreational 
buildiiiRs — which  are  unchanRed — 
builders  may  .self-authorize  750 
pounds  of  copjier  a  pn)ject  instead 
of  200  pounds.  One  thou.sand 
pounds  of  aluminum  are  permit¬ 
ted  ;  none  formerly  could  be  self- 
authorized. 


2,000  Must  Apply 

Of  the  31,000  companies  which 
have  been  obtainiiiR  copper  and 
aluminum  allocations  from  N.  P. 
A.  headquarters  here  or  from  field 
offices,  perhaps  25,000  will  not  need 
to  apply  for  the  third  quarter,  the 
aRency  .said. 

About  4,000  larger  companies 
using  copper  and  2,000  big  u.sers 
of  aluminum  still  will  be  obliged  to 
obtain  their  enlarged  allocations 
from  the  N.  P.  A.,  it  was  esti¬ 
mated. 


T)rip-Jl^x 

Wealher-Seal  All-Extruded 
Aluminum  Combination 
Windows  and  Doors 

•  Competitively  Priced ! 

•  Excellent  Quality! 

•  Completely  Interlocked! 

•  Positive  Cam  Catch! 

•  No  Springs  to  Rust  or  Lose  Tension! 

•  Mitred  Frames! 

•  Completely  Extruded! 

•  Superbly  Engineered! 

EXaUSIVE  TERRITORIES  AVAIUBLE  TO  DEALERS 


PROMPT  DELIVERY  AT  ALL  TIMES  IS  ASSURED. 
K.  D.  OR  COMPLETELY  ASSEMBLED 


Write  or  Call  .  .  . 

Z)rlp-aQex 

1610  RALPH  AVENUE  •  BROOKLYN  36,  N.  Y.  •  CL  3-7525 


Make  Double  the  Money  with  the 
KAUFMANN  PLAN  OF  MERCHANDISING 
COMBINATION  DOORS  AND  WINDOWS 

A  plan  carefully  JesigneJ  to  give  you  two  advan¬ 
tages:  (I)  you  make  additional  profits  hy  selling  the 
most  complete  line  of  aluminum  combination  win¬ 
dows  and  doors  in  America,  ami  (2)  it  provides  a 
proven  way  for  you  to  make  a  manuf  assuring  pi  opt, 
to  ecfuitt  a  plant  and  become  an  independent  manu¬ 
facturer. 

Write  for  the  Kaufmann  Plan 

KAUFMANN  COMPANY 

17210  CABLE  •  DETROIT  12.  MICHIGAN 
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ALUMINUM 


SELF-STORING 

WINDOWS 

THt  HARl  COMBINATION  .  .  . 

QUALITY  + 
LOW  COST  = 
BIG  PROFITS 

Th*  ScnrincI  it  the  ratult  of  10 
y«art'  window  manufacturing 
aaporianco.  If  hat  many  PAT¬ 
ENTED  foafuret. 

NO  LATCHES  ...  NO  CATCHES  . . . 
NO  GADGETS  .  .  . 

MEANS  NO  SERVICING! 

A  f*w  K.  D.  dittributorihipi  or*  itill  avail- 
abl*.  AtMmblad  windows  availabit  only  in 
Now  England. 


ALLIED  METAL 
FABRICATORS,  INC 

NEW  LONDON,  CONN 


Minufacturers  of 
MADE-TO-ORI)F.R  Aluminum 


Awnings  and  Storm  Windows. 

★  You  can  be  set  up  in  the  Alum¬ 
inum  Awning  business  by  mail 
— or  by  our  I'actory  Representa- 
tiye. 

★  NO  BASIC  INVliNTORY  RF- 
QUIRJMENTS.  ORDER  AS 
YOU  SELL. 

it  Our  Awnings  are  shipped 
Knock-Down  and  are  the  Easi¬ 
est  to  Assemble  and  Install. 


AUIMINUH  AWNING  CORP. 


>t  CHICAGO 

3949  S.  FEDERAL  ST.,  CHICAGO  9,  ILL 
WAgn«r  4  9700 


I  Venetian  Blinds  | 

(Continued  from  Page  3d) 

i  This,  of  cour.se,  Rives  the  .salesman 
i  the  opportunity  he  has  been  wait- 
ingr  for.  Out  come  the  samples  or 
demonstration  model,  the  stereo- 
.scopic  viewer  and  its  brilliantly 
,  colored  films,  attractive  literature, 
etc.  It  doesn’t  take  long  before  the 
home  owner  has  signed  up  and  the 
.salesman  departs  with  the  .sati.sfac- 
tion  of  having  earned  TWO  com- 
mi.s.«ion.s,  one  for  the  Venetians  and 
the  other  for  the  windows,  siding, 
or  whatever  else  he  has  sold.  \ 

Many  dealers  feel  that  any  home  , 
owner  who  has  just  been  sold  a  ^ 
.set  of  combination  windows,  gla.ss  ^ 
jalousies,  or  a  porch  enclosure  is  a  { 
natural  prospect  for  Venetian/ 
blinds,  p’ir.st  of  all,  the  customer’s  I 
interest  is  .still  focu.sed  on  his  win-  , 
dows  and  drawing  his  attention  to 
I  what  is  obvio'u.sly  a  companion  item  ' 

I  at  a  time  when  he  is  still  in  a  buy-  ( 
ing  mood  often  results  in  an  addi-  ( 
tional  sale. 


Dustite 

GASKET 


For  Metal 
Casement 
Windows 


TKc  Ouilii*  gotkcl  ii  dviigiMd  »lrti  on  i>l,uded  ploilic  icol 
ing  lip.  to  knp  motol  coMiticnl  .indowi  DUST  TIGHT,  STOfM 
TIGHT,  OfAFT  TIGHT,  (AIN  TIGHT,  and  WIND  TIGHT  Eotr 
to  mgtoll 

In  Summer  DUSTITE  seols  outside  heat  from  air 
conditioned  fiomcs. 


Excellent  for  use  in  control  of  condensotion 
1  where  storm  windows  ore  used.  A  smoll  od  in  \ 
I  your  locol  poper  will  outomaticolly  bring  pros- 
I  pects  for  storm  windows  into  your  soles  room  i 
!  without  convossing.  Dustite  Gosket  it  o  reol 
I  troffic  builder  ond  prospect  finder  for  storm 
windows  ond  oil  home  improvement  items.  Sold  | 
I  under  ten  doy  money  bock  guorontee.  j 


DUSTITE 

PRODUCTS  COMPANY 

4  CANTERIURT  OR.  •  DAYTON  9.  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


Real  Need 

Sei'ondly,  the  !<ale  of  a  porch  en- 
elcKsure  immediately  creates  a  real 
need  for  Venetian  blinds.  A  porch 
enclosure  with  all  its  gla.ss  panels 
in  place  on  a  sunny  day  speedily 
becomes  like  a  hothou.se  unless  there 
are  blinds  to  keep  out  the  sun.  Even 
when  the  screens  of  the  enclosure 
are  uj)  and  a  plea.sant  breeze  is 
blowing  many  peojile  don’t  like  to 
sit  under  the  direct  rays  of  the  sun. 
The  home  owner  may  have  to  get 
out  of  his  favorite  chair  or  aban¬ 
don  the  hammock  while  the  sun  is 
shining  on  it  and  the  usefulness  of 
his  newly  purcha.sed  porch  enclo¬ 
sure  is  thus  .seriously  reduced.  On 
the  other  hand  by  a  modest  addi¬ 
tional  ex{)enditure  for  Venetians  he 
can  keep  the  sun  out  yet  continue  to 
enjoy  the  refreshing  breeze  that 
comes  through  the  .screens. 

Whether  the  salesman  u.ses  Vene¬ 
tians  as  a  door  opener  and  sells 
I  them  before  he  signs  his  customer 
ui>  for  storm  .sash  or  follows  the  re- 
((''nvtiuued  on  Page  64) 


I  N  E  W  !  I 

Zlm04it 

MITRED 

2-PANEL 

DOOR 

•  Heavy  H  Beam  Construction 
Gussets 

•  Hollow  Mullions 

•  Beautiful  Ribbed  Face 
i;  Smooth  Interior 

•  Three  stainless  half  con 
cealed  hinges  riveted  to  Z-Bar. 

•  8  Points  of  Attachments  make 
it  Sag-proof 


Inquire  for  our  new 

LOW.  LOW  PRICES 

Write  for  informotion  on  our  K.  D. 
Plon  or  Distributorfthips. 


ELMO  NT  “co® 

575  Hempstead  Turnpike 
Elmont.  N.  Y. 

FLoral  Park  4  3620 
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SALES  COHPO»*^'‘ 

•*n  %r*0T  At  I  t  S  * 


For  Asbestos  Shingles  and  All  Masonry  Surfaces  . . . 
both  indoor  and  exterior.  Adds  character  and  beauty, 
gives  more  efficient  and  longer-lasting  protection. 

★  WEATHERPROOFS! 

★  SUN-PROOF! 

★  WINDPROOFS! 

★  RESISTS  HEAT  and  CQJ 


10  plus  reasons  for 
PREFERENCE! 

'  Absolutely  waterproof! 

•  Six  beautiful  colors  plus  white! 
Mildew  resistant! 

Reduces  frostcrack  from  rain- 
soaking! 

Reduces  heating  costs  by  its 
resistance  to  moisture! 

•  Won’t  blister,  peel,  crack  or  chip! 

•  Alkali-proof  —  unaffected  by  lime 

in  cement! 

■  Applies  easily  —  self  leveling! 

•  May  be  brushed  or  sprayed  on! 
‘  May  be  tinted  by  adding  oil  colors! 

Not*:  Asb*ttos-$col  It  not  recommended 
tor  exterior  wood  surfaces. 

Use  Reody-Mixed  VERFIEX  House 
Points 


Progress  is  a  sign  that  a  product  is  good.  What  im 
the  diligence  of  the  research  that  created  it  and  confif 
on  .  .  .  the  everlasting  vigilance  of  its  quality  .  .  .  the  care 
sight  of  its  manufacture  ...  all  make  up  the  reasons  for  it^ 
ability.  Add  to  these  the  alertness  of  the  Sales  Department,  with 
dealer-factory  cooperation,  advertising  and  promotion  —  and 
have  an  unbeatable  combination.  VERFLEX  makes  these  factors  9 
consistent  part  of  its  program.  That's  why  VERFLEX  products  continue^ 
to  make  history! 

Asbestos-Seal  has  been  used  from  Maine  to  Florida  for  over  half  M 
decade  without  a  single  failure!  It  has  been  used  as  a  paftern^M 
imitate  ...  it  has  never  been  equalledl  You  can  enjoy  a  steady,^^^® 
'round  profit-building  business,  too.  Just  fill  in  and  mail  th^ 
today 

VERFLEX  SALES  CORPORATION  (Asbestos  Seal  Div.] 
Carlstadt,  New  Jersey 

Please  send  complete  information  to: 

We  are  Dealer,  Distributor,  Applicator 

Address  . 

City  A  State  ...  . 

ri  We  ore  familiar  with  this  type  of  work. 
n  We  ore  not  familiar  with  this  type  of  work. 

Territory  desired  . 


r 
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3Ur-DING  SPECIALTIES 


For  A 
Profitable 
Deal . . . 
and 

(ustomer 
Satisfaction 

You'll  Lead 
The  Field  With 

STORM  CRAFT 


ALUMINUM  COMBINATION 
STORM  WINDOWS  A  SCREENS 
If  will  you  fo  check  the  odvon- 
fofei  of  telling  the  new  STORM 
CRAFT  aluminum  combination  ttorm 
•ath  and  screen,  for  you  .  .  .  cus¬ 
tom  made  to  fit  any  opening;  easy 
installations;  a  minimum  of  service 
calls,  for  your  customers  .  .  .  Louver 
ventilation;  finger-tip  control;  no 
fancy  gadgets;  complete  insulation. 

**K.  D."  DEALER  SET-UPS  NOW  AVAILARLEf 

PHONE,  WIRE  or  WRITE 
For  DotoiU  and  Prices 

0 

Another  Quality  Product  by 


JERIIH  MANUFACTURING  (0. 

‘  Hostun  St  Phil.tdrltjhij  Pa 
(.Atlield  3  14(11 


"POTS"  are  made  of  "ALUHINUH" 

•  •  "DON'T"  •  • 

Let  your  ideas  go  to  "POT" 

JULY  1st,  19S2. 

New  Butinett  and  Small  Users 
now  are  eligible  to  purchase 
and  use  20,000  pounds  of 
Aluminum  per  Quarter. 

We  offer  to  all  our  engineering 
facilities  to  assist  in  advancing 
from  "Blue-print"  stage  to 
"Production"  stage. 
Manufacturers  now  using  Alu¬ 
minum  ore  entitled  to  addi¬ 
tional  allocation  as  set  forth 
in  new  NPA  rMulations.  Con¬ 
sult  us  for  further  information 
without  obligation. 

"ALUMINUM  EXTRUSIONS  A 
SPECIALTY" 


A  Pound 

A  Truckload 

A  Carload 


McDERMOn  METALS  COMPANY 

Edgcment  &  Tioga  Stroots 
Philodolphio  34,  Ponno. 
Nohrosko  4-1210 


Venetian  Blinds 

(Continued  from  Page  62) 

verse  tactic  of  sellinjr  them  ufter- 
u'ord  as  a  companion  item,  they 
are  an  ideal  “extra"  for  increasing 
the  overall  total  of  your  bill  to  the 
customer.  Since  they  are  only  a 
small  additional  co.st  and  can  be 
financed  together  with  the  main 
purchase,  there  is  seldom  much  cus¬ 
tomer  resistance.  They  give  the 
.salesman  an  added  incenitve  and 
they  certainly  help  increa.se  your 
.sales  volume. 

Window  Shade  ILsers 

Thou.sands  of  American  home 
owners  are  still  using  old  fashioned 
window  shades.  A  certain  percent¬ 
age  of  them  will  never  use  any¬ 
thing  el.se  and  there  is  no  use  beat¬ 
ing  your  head  against  a  stone  wall 
trying  to  .sell  them  blind.s.  How¬ 
ever,  many  of  them  can  be  sold  if 
approached  in  the  right  way  and 
at  the  right  time. 

Venetian  blinds  can  be  sold  the 
year  round  but  the  warm  months 
are  an  especially  good  time  to  tackle 


the  window  .shade  user.  Why?  Be¬ 
cause  those  are  the  months  when 
he  suffers  most  from  the  conflict 
between  his  desire  for  privacy  and 
his  need  for  ventilation.  With  win¬ 
dow  shades  you  can  have  one  or  the 
other  but  not  both  while  with  Vene¬ 
tian  blinds  you  CAN  have  both. 

In  most  residential  areas  homes 
are  .set  fairly  clo.se  together.  Often 
they  are  separated  from  each  other 
by  no  more  than  the  width  of  a  nar¬ 
row  driveway.  With  your  neigh¬ 
bor’s  windows  no  more  than  ten  or 
fifteen  feet  away  from  yours  pri¬ 
vacy  is  extremely  important.  If 
you  have  window  shades  and  the 
weather  is  hot  you  are  always  faced 
with  a  dilemma.  When  the  .shades 
are  up  (a.ssuming  that  the  win¬ 
dow  is  open)  you  have  ventilation 
but  no  privacy;  when  they  are 
down  you  have  privacy  but  no  ven¬ 
tilation.  What  better  argument  can 
you  have  with  the  window  .shade 
u.ser ! 

If  you  are  not  now  handling 
Venetian  blind.s  you  will  find  it  easy 
to  obtain  a  reliable  source  of  sup¬ 
ply  in  mo.st  localities.  There  is  usu- 


Use  of  Glass  Jalousies  For 
Porch  Enclosures  Is  Increasing 


Glott  joloutiot  hovo  becomo  vary  pagulor  with  Kama  awners  ond  they  are  naw  being  used 
Mtantivaly  tor  porch  ancloturet  by  building  tpacialty  dealers  in  all  ports  of  the  country. 
The  jalausies  shewn  above  were  mode  by  the  Ludmon  Corporation  of  Miami,  Florida. 
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ally  a  Venetian  blind  KD  operator 
or  “manufacturer”  in  your  area 
who  can  supply  you  with  whatever 
you  need.  Unless  you  are  prepared 
to  go  into  this  very  competitive 
business  on  a  large  scale  and  in¬ 
vest  in  the  required  special  pur¬ 
pose  machinery,  you  will  find  that 
you  can  obtain  Venetians  from  the 
local  manufacturer  cheaper  and 
quicker  than  you  could  if  you  tried 
to  make  them  up  yourself. 

In  the  specialty  field  high  qual¬ 
ity,  custom  made  Venetian  blinds 
are  es.sential.  Stock  blinds  rarely 
fit  properly  and  those  of  poor  qual¬ 
ity  do  not  cost  enough  to  make  them 
worth  .selling  and  often  require  ser¬ 
vice  calls  that  may  be  co.stly  to  the 
dealer.  High  quality  custom  made 
blinds  not  only  fit  properly  but 
there  is  more  commi.ssion  for  the 
salesman,  more  profit  for  the  deal¬ 
er,  and  very  few'  call  backs  for 
service. 

Installation  is  so  simple  that  no 
dealer’s  mechanic  should  have  any 
difficulty  in  this  re.spect. 


(The  teconj  erticle  of  this  teriet  which  will 
appear  in  the  Augutt  ittue  will  deaf  with 
the  latest  developments  in  Venetian  blinds.) 


Asbestos  Siding 

(Continued  from  Page  41) 
are  partitcularly  influential. 

One  succes.sful  siding  salesman 
has  a  complete  camera  record  of 
every  job  he  has  sold.  In  addition 
to  homes,  the  tile  includes  stores, 
churches,  indu.strial  plants  and 
farm  buildings  of  various  kinds. 
It  is  an  ea.sy  matter  for  him  to 
show  any  prospect  an  actual  e.\- 
ample  of  a  project  similar  to  the 
one  contemplated. 

Another  salesman  takes  a  snap¬ 
shot  of  the  prospect’s  house  before 
making  his  initial  call.  He  mounts 
this  in  his  photo  portfolio,  leaving 
a  blank  space  for  the  “after”  pic- 

(Continued  on  Page  70) 


SECURITY 


r  ^  A  NEW  LINE  OF 

^^^CASEMENT 
STORM  SASH 


Outside  "Hinged”  Style... 

Permanantly  installed,  extruded  alu¬ 
minum  Storm  Sash  opens  and  closes 
with  windows  and  are  hinged  for  easy 
and  quick  cleaning.  Perfect  double 
glass  insulation  is  assured  with  refrig¬ 
erator  door-type  weatherstripping 
around  storm  sash  and  vent.  Reduced 
condensation  eliminates  unnecessary 
painting  and  repairs.  Fits  both  Old 
and  New  Style  Casement  windows. 
All  hardware  is  solid  brass  and  plated. 

AVAILABLE  . .  .  extruded  aluminum 
Combination  Basement  Storm  Sash! 


Insjde  “Voitilator”  Style... 

Safely  and  easily  put  up  or  taken 
down  from  inside  room,  extruded  alu¬ 
minum  Storm  Sash  reduces  condensa¬ 
tion  to  minimum,  providas  draft-free 
ventilation.  Window  swing  sections 
can  be  opened  and  closed  with  storm 
sash  or  screen  in  place.  Easily  in¬ 
stalled  without  removing  locking 
handles  or  window  operators.  Both 
storm  sash  and  ventilator  are  sealed 
all  around  with  rubber  gasket.  Will 
not  interfere  with  curtains  or  drapes. 

Plastic  sealed  glass  easily  replaced. 

DEALERS:  Write,  Wire  or  Telephone  for 
Samples,  Literature  and  Price  Lists  .  .  . 


METAL  WINDOW  PRODUCTS  CO 


Telephone  TOwnsend  8-4585 

385  Midlinil  Ave.  •  Ditroit  3,  Michiian 


Subscribe  Today  to 

BUILDING  SPECIALTIES-$3.00  per  year 

BUILDING  SPECIALTIES 

425  Fourth  Ave.,  New  York  16,  N.  Y. 

Pleese  send  me  Building  Specialties  for  one  year  (12  monthly  issues), 
at  $3. 

Bill  Me  □  or  Check  Enclosed  □ 

My  Name .  Position . 

Company  . .  ... 

Address  . 


□  Dealer 


□  Distributor 


Other . 
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REDWOOD  COMBINATION 
STORM  WINDOWS 


Each  man  should  analyze  his 
work  to  do  some  constructive  think¬ 
ing  and  make  up  his  mind  here  and 
now  that  a  working  schedule  simi¬ 
lar  to  the  one  suggested  be  followed 
through.  It  is  bound  to  bring  him 
results  that  will  be  most  gratify¬ 
ing  and  good  for  his  pocketbook. 


Fans 

(Continued  from  Page  43) 

Groceries 

Super  Markets 

Doctors  and  Dentists  Offices 

Theaters 

Dairies 

Creameries 

Dyers  and  Cleaners 

Tailor  Shops 

Taverns 

Barber  Shops 

Beauty  Parlors 

Banks 

Schools 

Public  Buildings 
Auto  Paint  Shops 
Garages 

Automobile  Dealers 
Restaurants 
Cigar  Stores 
Drug  Stores 
Hospitals 
Photo  Studios 
Delicatessens 
Cafeterias 
Lodge  Halls 
Bowling  Alleys 
Billiard  Parlors 
Printing  Shops 
Sign  Shops 
Funeral  Homes 
Offices 


Field  Training 

(Continued  from  Page  42) 
a  nice  lunch  discussing  the  morn¬ 
ing  activities,  (e)  Spend  .vour  eve¬ 
ning  with  the  man  that  seemingly 
needs  the  most  help. 

As  was  said  earlier  we  must 
form  a  habit  during  our  training 
of  doing  things  right.  In  order  to 
form  such  a  habit  the  “Working 
Schedule  for  a  Salesman”  shown 
on  page  42  is  suggested. 

A  good  .salesman  will  get  a  fair 


amount  of  business  under  any  con-  In  selling  to  these  types  of  pros- 
ditions— if  he  works.  He’ll  get  pects.  it  is  wise  to  handle  equip- 
more  business  if  he  works  intelli-  ment  that  carries  the  “Certified 
gently — and  he’l  get  still  more  busi-  Ratings”  lal)el.  This  label  is  the 
ness  if  he  plans  his  work  a  week  customer’s  guarantee  that  the  fan 
in  advance  and  then  has  the  deter-  he  is  buying  will  deliver  the  air  vol- 
mination  to  go  through  with  the  ume  it  is  rated  at  as  well  as  con- 
schedule  day  by  day  until  the  week  sume  no  more  than  the  power  sup- 
is  over.  ply  its  rating  indicates.  Equipment 

The  working  .schedule  that  ac-  bearing  such  a  label  complies  with 
companies  this  article  is  u.sed  by  the  standards  accepted  jointly  by 
man.v  companies.  It  has  brought  the  United  States  Department  of 
results.  It  will  do  the  same  for  .vou.  Commerce  and  the  Propeller  L’an 
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Manufacturers’  Association,  to¬ 
gether  with  the  American  Society 
of  Heating  and  Ventilating  Engi¬ 
neers. 

Household  Market 

The  household  market  is  very 
large,  and  as  homeowners  become 
more  and  more  familiar  with  the 
benefits  of  exhaust  ventilation,  the 
market  is  sure  to  expand.  Reports 
from  all  parts  of  the  country  con¬ 
firm  this  fact. 

Kitchens: 

For  kitchens  there  are  window, 
wall,  and  ceiling  fans.  The  window 
fan  is  generally  the  cheapest  since 
it  does  not  require  any  difficult  in¬ 
stall;  Mon.  It  is  adjustable  and  fits 
any  s  indard  size  of  window  frame. 
It  expels  grea.se  and  odor  soaked 
air  as  well  as  cools  the  kitchen.  The 
fact  that  the  window  fan  is  porta¬ 
ble  makes  it  a  good  investment  for 
the  family  which  rents. 

Apartments  and  Small  Homes: 

For  these  units  a  window  fan  is 
ideal.  It  can  night  cool  up  to  four 
and  five  rooms.  By  “night  Cooling” 
{Continued  on  Page  68) 


MANUFACTURERS 
and 

DISTRIBUTORS 

of 

COMBINATION  WINDOWS 
and  DOORS 


We  have  been  supplying  special 
hardware  for  all  types  of  combina¬ 
tion  windows  and  doors  for  many 
years  and  know  their  problems. 


If  you  are  converting  to  wood 
windows  we  can  be  of  particular 
service  to  you,  or 

if  you  have  any  engineering 
problems  on  metal  or  wood  combi¬ 
nation  windows  and  doors  and 
their  small  parts,  call  on  us— NOW/ 


6.  GranI  Metal 
Mfg.  Co. 

163  Busclier  Avenue 
Valley  Stream,  L.  I.,  N.  Y. 
Phone  —  Valley  Stream  5-5581 


Here’s  What  YOU  WANT 

in  a  Door! 


GOLD 

SEAL 

ALUMINUM 

COMBINATION 

DOORS 

FLORAL 

if  Competitively 
Priced  —  to  sell 

if  Guaranteed 
Quality 


if  Stainless  Steel  Hinges 
if  Storm  King  Closers 


if  Full  Costed  Corners 


if  Special  Hidden  Bottom  Expander 


SPECIAL  DISCOUNTS  TO  QUANTITY  USERS 


Due  to  present  Aluminum  supply,  only  a  few  choice  territories  are  available. 

FLORAL  COMBINATION  STORM  WINDOW  (ORP. 


249  JERICHO  TURNPIKE 
Mineolo,  L.  I.,  N.  Y. 


GArden  City  7-1166 


The  NEW 

QUINCY  Tripl- Glide 

Three-Track  Aluminum  Combination  Window  is 
now  being  market  tested  in  ten  eastern  cities. 


Watch  for  full  details  in  an  early  issue  of  BUILDING  SPECIALTIES. 

HESS  MANUFACTURING  COMPANY 

Quincy,  Pennsylvania 
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r  NEW 

IcoNsrRucrioN 


Ym  can  build  Mtra  valyn*  fAST  with 
SboDo^'i  profitable  lino  of  ihowcr 
deon,  tub  tnclooum,  and  daylight 
tbowor  ttallil  FInnt  in  tho  country, 
boautiful  at  woll  at  practical,  tboto 
ondoouroo  odd  loiury  to  any  bathroom 
Yot  tho  prlcot  aro  dotignod  tor  tho 
"ovorogo"  budget,  with  "abort  the 
average"  profiti  for  yowl 


Double  Kollaway  Tub  Enclosurei  initall  on  any 
wall  surface  without  tcrewi  or  drilling!  Auto¬ 
matic  interlocking  parti  form  a  rigid  unit  that 
fits  any  sixe  opening.  Adjuitable  jambi  on 
ihower  doors  compensate  for  any  out-of- 
plumb  walls — insure  quick  and  easy  installa¬ 
tion. 

Write  today  for  detailed  information  on  this 
great  line. 

eJi/Uwt. /Wt. 

OF  AMCmCA 

f  fclilm  H.  t.'  AMofila  Sr  0«. 


Presenting  a  new  idea  in  PERSONALIZED  oluminum  grillwork  with 
decorative  aluminum  castings  and  heavy  embossed  letters! 


Iliu«tratr<l  %amr  vr  .Addlmsis  lorlll  ——  Kel23.*t 

All  figures  are  made  of  heavy  cast  aluminum  with  “ynur  name,  or  address” 
cast  right  into  the  panel  itself,  in  raised  satin-finish  aluminum  letters.  Back¬ 
ground  of  entire  motif  is  in  black,  baked-on  wrinkle  finish  paint.  Size  of  letter 
depends  on  length  of  name. 


DEC-O-GRILIES.  INC. 


.  _ _ _  •  80  nsw  —  diffsrant  desi(ns  ta  fit 

SEND  FOR  YOUR  ,j„  ,, 

FREE  SAMPLE  and 

ILLUSTRATED  CATALOGUE  *  E**nr  dssi|n  canstructad  af  tba  fiasst 
TODAY  axtrudad  aluminum ! 

•  Immadista  dalivery  af  stock  desi|ns 
—any  quantity! 

•  Custam  datifns  ta  ardor! 


470  Park  PI. 


Lani  Baach,  N.  V.  Phono:  LOng  Booch  A-OIIB — 1644 


Fans 

(Continued  from  Page  67) 

is  meant  turninff  the  fan  on  in  the 
evening  so  as  to  exhaust  the  warm, 
stagnant  air  and  allow  the  cool 
,  night  breezes  to  enter  and  replace 
the  air  which  has  accumulated  dur- 
:  ing  the  day.  This  is  the  most  eco- 
;  nomical  way  to  operate  a  fan. 

To  select  the  right  fan  is  simple. 
Calculate  the  cubic  contents  of  the 
space  to  be  cooled.  That  is,  mul- 
'  tiply  the  width  by  the  length  by 
I  the  height.  Then  divide  by  1  if  in 
i  the  South  or  by  1  •  if  in  the  North. 

The  “1”  and  “I'/jj”  refer  to  the 
I  times  per  minute  that  the  air  is  to 
be  changed. 

,  Larger  Homes: 

Attic  fans  are  best  suited  for 
j  larger  dwelling.s.  They  can  be  FHA 
financed  because  they  are  classed 
:  as  permanent  improvements.  They 
:  night  cool  as  well  as  (like  the  other 
I  fans)  get  rid  of  foul  odors  and 
:  grea.sy  conden.sate  given  off  in 
:  cooking. 

Hasement  Laundries,  Recreation 
and  Dark  Rooms: 

I  As  playrooms  and  home  dark 
rooms  become  more  popular,  they 
give  the  electric  ventilating  equip¬ 
ment  .salesman  additional  sources 
of  prosjYects.  The  heat  and  mois¬ 
ture  given  off  by  the  home  laundry 
make  a  window  fan  very  desirable. 
Window  fans  are  well  suited  to  air 
the.se  often  confined  spaces. 

Bathrooms: 

Oftentimes,  especially  in  crowd¬ 
ed  apartments,  the  bathroom  pre- 
.seiits  a  difficult  problem.  If  its  only 
i  source  of  ventilation  is  a  cramped 
air  well,  the  bathroom  is  a  “nat¬ 
ural”  for  a  small  window  fan  to 
dispel  odors  and  moisture  that  fogs 
the  air. 

The  time  to  press  ventilating 
promotion  is  during  the  warm 
weather  months.  With  the  aid  of 
the  weather,  modern  promotional 
methods  can  earn  big  profits  in  the 
exhau.st  ventilating  equipment  field. 
In  a  future  is.sue  BUILDING  SPE¬ 
CIALTIES  will  go  more  fully  into 
.sales  and  promotion  techniques. 
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Philadelphia  Dealer 

(Continued  from  Page  46) 

the  store’s  larjre  variety  of  modern 
merchandise. 

Recently  Bartel’s  converted  two 
entire  show  windows  alongside  its 
best  street  side  for  the  sole  pur¬ 
pose  of  enticing  trade  to  visit  the 
upstairs  displays. 

Carpenters  rebuilt  the  spacious 
windows  into  rej)licas  of  home 
kitchen.  Walls  of  i)lywood  were 
built  around  them  and  a  partition 
separated  them. 

One  portrayed  the  drab  distaste¬ 
ful  and  outmoded  kitchen  of  yes¬ 
teryear,  complete  with  a  rust- 
streaked  and  enamel-chi i)ped  iron 
sink  jutting  out  from  a  wall,  its 
two  single,  discolored  si)igots  .stick¬ 
ing  out  like  sore  thumbs.  Soilt'd, 
falling  and  spotted  wallpaper  cov¬ 
ered  the  grimy  walks,  and  over 
them  roamed  a  hodge-podge  of 
openwork  shelves  on  varying  levels 
and  solid  front,  paint  chipped  cup¬ 
boards  with  doors  and  shelves  sag¬ 
ging  forlornly. 

Dismal  Scene 

Adjacent  to  the  antiquated  sink 
was  parked  a  shat)by  refrigerator 
of  the  icebox  era;  one  door  draped 
tiredly  from  a  single  hinge,  while 
the  dismal  sink  bulged  to  overflow¬ 
ing  with  dirty  dishes! 

To  top  off  this  end  of  the  display, 
a  female,  full-sized  mannikin  stood 
next  to  the  sink.  A  worn  dishrag 
trailed  dispiritedly  from  one  lan¬ 
guid  arm,  while  the  other  was 
chained  with  a  coar.se  iron  chain 
and  padl(x-ked  to  a  ring  inserted  in 
the  wall  of  the  kitchen  of  yester¬ 
day. 

By  way  of  contrast  with  the 
modern  kitchen  equipment  avail¬ 
able  to  its  cu.stomers,  Bartel’s  other 
window,  right  next  door  to  all  this 
and  .separated  therefrom  only  by  a 
plywo(Kl  wall,  showed  another  full 
life-sizt>d  mannikin — but  what  a 
difference! 

She  .sat — emancipated  from  the 
(Continued  on  Page  72) 


^The  Tite  that  means 


More 
Volume 


We  are  pleased  to  announce  that 
we  now  can  deliver  all  colors, 
as  previously  shown  in  our 
complete  line. 


emuKur 

COMPANY 

mo n uf ocf urcri  o!  plaitic  til* 

2938  West  63rd  Street 
Chicago  29,  Illinois 


GBlLPCRgST 


"«m.  o#  Writ. 


AuTTmi 
LUMINUM 


K.  D.  DEALERS  WANTED 


ALL-TIME  3  TRACK  3  CHANNEL  ALL-EXTRUDED 
COMBINATION  ALUMINUM  WINDOW. 


A  really  trouble-free  triple  track  window.  Easiest  possible  assembly 
and  installation.  Will  outsell  any  competition  on  demonstration. 


All-Time  Mfg.  Co.,  Inc. 
293  Park  Street 
New  Britain,  Conn. 


for  Canadian  Dealers 

Branch  in  Canada 

All-Time  MIg.  Co.  (Ontario)  Ltd. 
30  Richmond  Street  West 
Oshawa,  Ontario,  Canada 
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Worid's  first  packoflad 
alaninam  owning 
iets  you  fit  ony  size 
window —front  stock! 


Herv's  the  big  news  in  metal  awn¬ 
ings— Childers  Aluminum  Awnings 
are  campletely  packaged  with  all 
fittings  at  the  factory.  No  special 
tools  or  tedious  assembly  required. 
Gleaming,  boked-on  enamel  finish. 
Leakproof  yet  ventilated.  Rot- 
proof,  fade-proof,  rust-proof. 

Oailtrs  write 

Childtri  Mfg.  Co. 

M20  West  nth  St. 

Mewtton  t,  Tasoi 


CHILDERS 

All  ALUMINUM 


ROLLED  ALUMINUM 

SCREEN  FRAME  AND  SPLINE 

Pr*ci»ion  roll  formod  from  3  SH-16  aluminum 

Doiign  boiod  upon  tho  most  popular  profile  seC' 
tions  now  being  used  by  leading  fabricators  and 
KD  plants.  Easier  fabrication  and  low  cost  puts 
you  in  line  with  any  competition. 

Send  for  FREE  SAMPLE  and  price  information 
stating  quantity  and  lengths  desired.  Available 
for  prompt  delivery  direct  from  our  own  mill. 
Minimum  order  of  10,000  feet  in  sixes  3  feet  to 
21  feet.  Packed  in  fibre  cortons. 


rtfsy  /fshrstos  i't'ttu'nt  /Vui/vrfx 


SELLING  SLANTS  FOR  SIDING  SALES 

For  either  new  work  or  modernization,  asbestos -cement  siding  shingles 
provide  all  the  requirements  of  an  ideal  sidewall  material  Keep  these 
points  in  mind  when  talking  to  prospective  buyers. 

1.  Low  Initial  Cost:  Asbestos-cement  siding  shingles  are  moderate  in 
cost.  They  can  be  applied  over  old  wood  or  stucco  walls  almost  as  easily 
as  on  a  new  building 

2.  Fire  Protection:  There  are  about  a  third  of  a  million  residential 
fires  annually  in  the  United  States  and  Canada  Asbestos-cement  sidings 
cannot  burn,  they  are  helping  to  reduce  this  menace. 

3.  Attractive  Appearance:  Asbestos-cement  siding  shingles  add  beauty 
to  new  homes  and  they  give  fresh  charm  and  exterior  smartness  to  old 
structures.  The  phenomenal  growth  of  asbestos-cement  siding  sales  is 
evidence  of  the  fact  that  these  sidings  completely  meet  the  requirement 
of  attractiveness  Today’s  sidings,  with  smart  new  colors  and  surface 
treatments,  are  more  beautiful  than  ever  before 

4.  Enduring  Weather  Protection:  To  protect  from  the  weather  is 
the  principal  function  of  any  siding  material  Asbestos-cement  siding 
shingles  defy  the  erosive  effect  of  fog,  ram,  heat,  wind  and  snow  Their 
rocklike  strength  and  rgdty  make  a  stronger  exterior  wall  that  naturally 
preserve  and  protects  the  structure. 

5.  Economy:  Economy  includes  more  than  low-  initial  cost.  It  includes 
reducing  the  cost  of  upkeep  on  a  yearly  basis  It  also  includes  freedom 
from  worry  and  freedom  from  the  annoyance  of  arranging  for  periodic 
painting  and  repairs  Freedom  from  upkeep  and  maintenance  is  the  home 
owner's  assurance  of  lifetime  economy. 


Induftrnl  Division 

29S  Fitth  Avenue,  N.  Y  16.  N  Y.  MU  6-259S 


MMulKiwert '  l($ic  Muiimmi  (itrauMS  Md  (ill  forntd  FroAicts 

.  flew  fort  !•.  k  T  «  CrMMvilw.  f*  «  OKtAiM  C«iiMa 


Asbestos  Siding 

{Conti nmei  from  Page  65) 

ture.  The  p.sychological  re.sponse  is 
to  encouraKL?  the  home  owner  to 
picture  in  his  mind  his  own  home 
after  re-siding. 

Occasionally,  as  in  the  ca.se  of  a 
historical  building  or  an  unusual 
job,  it  may  be  worth  while  to  ob¬ 
tain  a  professional  photographer. 
Such  picture.s,  if  submitted,  to  lo¬ 
cal  newspapers,  can  result  in  highly 
profitable  publicity, 

4.  FIgim*  It  Out  Together — As¬ 
bestos-cement  siding  is  an  invest¬ 
ment  that  pays  for  itself.  Records 


supplied  by  the  cu.stomer  himself 
can  give  all  the  information  needed 
for  a  convincing  economy  story, 
F'or  example,  take  the  .savings  re- 
stuling  from  the  elimination  of  pe¬ 
riodic  painting.  Let  the  cu.stomer 
tell  you  how  often  he  has  his  home 
painted  and  how  much  he  usually 
pays.  To  get  the  cost  of  painting 
the  sidewalls,  figure  out  what  por¬ 
tion  of  the  total  represents  the  trim 
and  subtract  it  from  the  total 
amount.  Then  divide  the  cost  by 
the  interval  of  painting  (three, 
four  or  five  years,  depending  upon 
how  frequently  the  prospect  paints 
his  hou.se)  to  arrive  at  the  side- 
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wall  paintinK  cost  per  year.  Esti¬ 
mate  the  cost  of  the  proposed  sidinjjr 
job  and  divide  this  figure  by  the 
proper  painting  cost  jier  year,  and 
you  will  have  the  number  of  years 
that  will  elap.se  before  the  a.sbestos 
siding  will  have  paid  for  it.self. 
Often  this  will  figure  out  to  ten 
years  or  le.ss.  The  siding,  therefore, 
will  pay  for  itself  in  that  period 
and,  because  of  its  durability,  will 
continue  to  .save  money  year  after 
year. 

.>.  keep  Your  l*r«speet  List  Alive 

— A  good  list  of  jirospeits  is  the 
basis  of  steady  business.  The  best 
way  of  building  this  list  is  through 
observational  surveys.  1)  r  i  v  e 
through  the  various  neighborhoods 
in  your  territory  and  note  the 
buildings  that  are  in  need  of  re¬ 
siding  or  re-roofing’,  especially 
those  which  are  below  the  stand¬ 
ards  of  their  neighbors.  Use  the 
direct  mailing  jiieces  provided  by 
manufacturers.  Then  direct  your 
canvassing  ojierations  to  the  leads 
thus  obtained. 

6.  Use  the  Maniifaeliirer's  .'selling 


ELLWOOD 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 
YOUR  SALES  VOLUME 

The  best  quality,  finest 
engineered  door  in  the  trade. 


it  Heavy  Corner  Construction 
Top  Quality  Latch 
it  Super  Heavy  Kick  Panel 
it  Storm  King  Door  Check 
it  Quick  Change  from  Glass  to  Screen 


it  Double  Locked  Inserts 
it  Simple  Bottom  Adjustment 
it  Stainless  Steel  Hinges 
it  Aluminum  Screen  Wire 
it  Competitively  Priced 


Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 
everything  their  customers  want,  dozens  of  sale-closing  fea¬ 
tures.  Also  ask  about  our  NEW  ONE-LIGHT  DOOR  with  the 


AirN — All  manufacturer.^  of  asbes¬ 
tos-cement  materiiils  provide  .sell¬ 
ings  aids  of  various  kinds.  The.se 
include  brochures,  envelojie  .stuff- 
ers,  job  signs,  window  streamers, 
before-and-after  photographs,  di¬ 
rect  mail  letters  and  newspaper 
ads.  Some  offer  kodachrome 
rransiiarencies,  motion  jiictures 
and  attractive  .sample  carrying 
cases.  These  items  are  prejiared 
by  experts  and  will  make  your  .sell¬ 
ing  job  easier — if  you  u.se  them. 

Many  Opportunities 

Asbesto.s-cement  board  offers  the 
applicator  many  opportunities  for 
additional  sales.  Applicators  lo¬ 
cated  adjacent  to  farm  areas  will 
find  many  jws.sibilitie.s  for  re-sid¬ 
ing  barns  and  other  farm  build¬ 
ings  with  asbestos-board,  an  op¬ 
eration  that  can  be  done  quickly 
and  economically  becau.se  of  the 
mode.st  co.st  of  the  material  and 
the  large  area  covered  by  each 
sheet.  In  urban  areas,  asbestos 
{Coiitiinicd  OH  Page  72) 


super  lock  and  extra  rigid  insert.  Use  the  Coupon,  or  Phone. 


MAIL  THE  COUPON  TODAY 


THE 

ELLWOOD 

ALUMINUM  DOOR  CO.,  INC. 

Ellwood  City,  Penno. 
Phone  2755 
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TraS*  Mark  Co.  of  Amtrtco 


ZOOM 


because  sales  are  easy 
and  the  profit  margin  is 
excellent  with  the 


ffilMl 

WINDOWS  and  DOORS 


“K.D.”  distributors  set-up  for  combination 
screen  and  storm  windows.  Made  of  life¬ 
time  AIX'OA*  extruded  aluminum,  competi¬ 
tively  priced,  plus  superior  features  that  beat 
competition.  Easy  to  assemble,  quickly 
installed  for  trouble-free  service.  Immediate 
delivery.  Advertising  and  sales  helps 
supplied. 

NASH  MFC.  CO. 

Executive  Office  &  Main  Plant 
Long  Branch.  New  Jersey  Lent  Branch  6-6200 

Factory  Bronchet 

335  1U8  9126 

Holioy  St.  No.  Amorican  St.  Horford  Rd. 

Nowork,  N.  J.  Philadelphia,  Pa.  Boltimore,  Md. 

Mitchell  2-3600  Lombord  3  8874  Boulevard  2222 


{  livesligate  Kow  Pyll  Profil  IdvaDlages  on  ^ 


IMMEDIATE  DELIVERY 


AIR  MASTER 

All-Aluminum,  Hinged 

CASEMENT  STORM  SASH 


ADDRESS 


. ZONE  ....STATE 


•  1  Vi"  Dead  Air  Space  to  Control 
Condensation. 


•  Permanently  Installed. 

•  Positive  Weather-Stripping  Seal— 
Prevents  Drafts  Through  Primary 
Windows. 


The  AIR  MASTER  extruded  aluminum 
storm  window  is  a  stock  item  manufac¬ 
tured  in  standard  sizes  and  is  avail¬ 
able  for  immediate  delivery.  Write  or 
phone  for  full  information. 


Alaif  Cowpow  Today  For  Fv/f 

AIR  MASTER  CO. 

ISth  A  Lehigh  Ave.,  Philo  32,  Po. 

PItote  tend  me  full  informotion  ond  prices  on 
your  Cosement  Storm  Seth 


Air  Master  CO. 

18th  St.  at  LEHIGH  AVE. 
PHILADELPHIA  32,  PA. 

Phone:  BAidwin  3-7100 


Asbestos  Siding 

(Continued  from  Page  71) 

board  ha.s  many  use.s  in  all-over 
remodelingr  jobs  including:  porch 
ceilings,  battened  gables  and  dor¬ 
mers,  skirtings  and  the  like.  On 
an  original  siding  job  one  of  the 
best  recommendations  an  appli¬ 
cator  can  make  is  that  the  eaves  be 
boxed  with  asbestos  board.  This 
jirovides  an  additional  selling  point 
and  gives  the  applicator  an  edge 
over  his  competitor  who  talks  only 
in  terms  of  siding. 


Philadelphia  Dealer 

(Continued  from  Page  69) 

slavery  and  drudgery  of  old-style 
kitchens;  here,  spotless  in  dre.ss,  at 
ease,  a  beatific  smile  on  her  w’axed 
face,  she  sat  surrounded  by  all  the 
modern  kitchen  miracles,  the  while 
she  seemed  to  cast  a  pitying  glance 
at  her  unfortunate  sister. 

Walls  lined  with  tileboard  and 
colorful,  modern  clo.sets;  a  modern 
kitchen  cabinet  sink  and  refrigera¬ 
tor;  an  electric  range,  in  short  all 
the  kitchen  needs  that  women  hold 
dear  and  which  Bartel’s  selLs — 
made  up  the  mouth-watering  kitch¬ 
en  of  the  fa.shionably-garbed  doll. 

On  top  of  the  old  wood  icel)ox 
re.sted  a  tray.  In  it  were  dozens  of 
keys  purporting  to  unlock  the  pad¬ 
lock  on  the  wrist  of  the  hapless  and 
bedraggled  mannikin.  Large  post¬ 
ers  placarded  the  windows  with 
the  message:  “COME  IN.  SEE  IF 
YOU  CAN  SET  HANDCUFFED 
HANNAH  FREE.  PICK  THE 
KEY  THAT  OPENS  THE  LOCK 
AND  WIN  A  BIG  PRIZE!” 

“Were  there  actually  any  keys  in 
the  tray  that  would  unlock  the  pad¬ 
lock?”  Schoenberg  was  asked. 

“I  put  a  whole  gang  of  the  right 
keys  in  there  purposely,”  he  said. 
“When  customers  walk  into  the 
store  to  try  their  luck,  a  crowd  col¬ 
lects  at  once.  And  when  the  lucky 
winner  opens  the  lock  you  can  hear 
them  roar !” 
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“But,”  he  waved  a  finger,  “to  ob¬ 
tain  the  prize,  the  winner  has  to 
go  upstairs  to  claim  it.” 

Did  the  idea  help  the  upstairs 
business? 

“I  figure,”  answered  Schoenberg, 
“that  the.se  ideas  plus  the  latest 
remodeling  job  on  the  entire  .store 
has  tripled  our  bu.slness!” 


Remodeling  Pay.s 

Which  would  perhaps  be  another 
way  of  saying  that  remodeling 
pays,  even  if  it  has  to  be  done  with 
borrowed  funds. 

The  store  hands  out  inexpensive 
gifts  to  the  di.sappointed  few  who 
fail  to  unlock  the  des|)airing  lady — 
upstairs,  that  is,  on  the  theory  that 
this  is  a  cheap  way  of  getting  up 
the  stairs  to  view  the  truly  vast 
and  varied  .stock  for  which  Bartel’s 
is  noted. 


I’rogre.ssive  Ideas 

True,  it  takes  progressive  ideas 
to  survive  in  this  merchant’s  keen-  ; 
ly-competitive  location,  and  it  al.so 
takes  advertising  to  let  folks  know 
about  the  ideas,  and  Schoenberg  is 
no  .stranger  to  either.  With  him  ad¬ 
vertising  is  a  fetish  and  it  takes  the 
form  of  a  well-planned,  consistent  ’ 
and  hard-hitting  program  that 
doesn’t  fail  as  an  attention-getter. 

The  week  doesn’t  pass  that  fails 
to  see  the  store’s  wares  spread  over 
a  half  or  full  page  of  the  Quaker 
City’s  leading  newspaper.  The  will- 
ingne.ss  to  try  new  display  ideas  ! 
extracts  their  share  of  business  in 
an  area  where  the  competition  is 
really  rough. 


Do  you  know  about  all  the  ; 
recent  developments  in  ve-  - 
netian  blinds? 

Read  the  fascinating  article  ; 
on  this  subject  in  the  August  : 
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Thp  “Triph  Track”  Slays  Sold 

We  ask  you  honestly  —  Compare  STO-A-CO  triple  track  com¬ 
bination  and  doors  with  any  other  combination  on  the  market. 
Compare  STO-A-CO  for  appearance  and  style  —  for  smooth, 
permanent  trouble-free  TRIPLE  TRACK  operation.  Compare 
them  any  way  you'd  like.  STO-A-CO  products  are  built  to  stay 
sold  —  that's  why  more  and  more  smart  home  owners  are 
turning  to  STO-A-CO.  Every  demonstration  proves  their  super¬ 
ior  qualify. 

ASSEMBLY  PLANTS  STRATEGICALLY  LOCATED 
To  Give  Prompt  Efficient  Service 


"•UHT  lO*  INf  WIATHM  TO  tAST  KMIVai" 


POST  OFFICI  SOX  97 


APCO,  OHIO 


GET  ALL  3 

1.  TRIPLE-TRACK 

2.  REFLECTOR  INSERTS 

3.  INTERLOCKING  INSERTS 

TERRITORIES  STILL  OPEN  FOR  GOOD  RELIABLE 
DEALERS  IN: 

•  PENNSYLVANIA  •  NEW  JERSEY  •  DELAWARE 
•  MARYLAND  •  WASHINGTON.  D  C 
FOR  INFORMATION  WRIT!  OR  VISIT  OUR  PLANT  IN  PHILADILPHIA 
Over  52  Yeort  Serring  tfce  Building  Trad* 

MArket  7-4426 


mORT^ 


4th  &  GIRARD  AVE. 
PHILADELPHIA  23 
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Pot.  No. 
2*7-236 


STORM  WIZARD 

ENSEMBLE 


COMBINATION  STORM  DT  TJC 
AND  SCREEN  DOOR  rL,Uj 


“MAOIC  HINRE” 
CASEMENT  STORM  SASH 


th«  ALL'Aluminum  twins  thot  hove  oil  Amorico  tolk- 
ing.  STORM  WIZARO  products  oro  onginoorod  to  give  the 
topmost  in  design,  moteriol  ond  construction  with  the 
teotures  thot  every  home  owner  wonts.  STORM  WIZARD'S 
"extro  teotures"  mean  "extro  profits"  for  YOU. 


Combination 
Storm  Door 

ALL  GLASS  SET  IN 
RUBBER 

INSTALLED  IN  ALU¬ 
MINUM  JAMB 
OUTSIDE  FRAME  1" 
THICK 

ALSO  AVAILABLE  IN 
3  LITE  DESIGN 


“Magic  Hinge” 
Casement 

>  EXTRUDED  "MAGIC 
HINGE" 

)  ALL  GLASS  SET  IN 
RUBBER 

I  BURGLAR-PRUF  LOCK 

>  VINYL  PLASTIC 
WEATHER  STRIPPING 


IMMEDIATE  DELIVERY 
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Terrace  Covers 

(Continued  from  Page  49) 
them.  Airain  the  close  relationship 
but  the  totals  of  these  fitfures  are 
even  more  impressive.  SB','-  of  the 
new  home  ow’ners  will  have  or  will 
need  a  Terrace  Cover  because  64'  ? 
of  them  will  have  or  will  want  Out¬ 
door  Cookinjr  F'acilities.  Translated 
in  terms  of  the  current  rate  of  new 
home  construction,  this  means  a 
market  potential  of  l>etter  than  '  ■> 


million  Terrace  Covers  a  year  or 
approximately  a  150  million  dollar 
volume. 

And  kickinjr  around  at  the  feet 
of  ajrjrressive  specialty  dealers  is 
the  huge  remodeling  market  al¬ 
ready  softened  and  easily  subject 
to  the  contagion  selling  of  the  Ter¬ 
race  Cover  in  the  new  construction 
field.  It  is  unfortunate  that  there 
are  no  survey  figures  on  the  num¬ 
ber  of  existing  homes  that  have  un¬ 


covered  patios.  Our  guess  is  that  it 
is  a  pretty  fair  figure. 

Builders  and  their  architects  are 
not  to  be  overlooked  in  the  selling 
scheme  of  the  Terrace  Cover.  They, 
more  than  anyone,  have  followed 
closely  the  splash  treatment  the 
shelter  magazines  have  given  and 
continue  to  devote  to  outdoor  liv¬ 
ing  and  the  Terrace  Cover  in  their 
pages.  To  the  builder,  this  .spells 
consumer  acceptance  and  he  is  anx¬ 
ious  to  please.  He  sees  in  the  Ter¬ 
race  Cover  a  product  that  puts 
SELL  into  his  hou.ses  over  and 
above  the  kitchen  appliances  which 
almo.st  all  of  them  now  supply.  Like 
the  specialty  dealer  who  places 
newspaper  advertising  for  an  op¬ 
portunity  to  get  into  the  house  to 
pitch  his  product,  so  the  builder, 
in  a  reverse  manner,  uses  this  out¬ 
door  product  to  arre.st  the  pros¬ 
pect’s  attention  so  that  he  can  be 
brought  into  his  hou.se  and  be  sold. 

The  signs  all  point  to  boom  years 
ahead  for  the  three  dimensions  of 
the  specialty  field:  roofing,  siding 
and  insulation;  combination  win¬ 
dows;  and  the  fast  .stepping  metal 
awning  indu.stry.  In  the  ca.se  of  the 
metal  awning  indu.stry,  the  bless¬ 
ing  is  twofold — for  wrapped  up  in 
the  metal  awning  and  door  canopy 
package,  is  this  newe.st  extension 
of  the  home  improvement  market 
and  its  fourth  dimension — the  Ter¬ 
race  Cover. 

-HU 

Advertising 

(Continued  from  Page  52) 
period  of  one  week  after  the  com¬ 
pletion  of  the  job,  reading:  “Every 
Window  In  This  Hou.se  Is  Perma¬ 
nently  Insulated  Against  Heat  Loss 
By  Aluminum  Combination  W'in- 

dow.s.  In.stallation  by - .” 

And  again,  at  the  bottom,  “For 
Your  Free  Estimate.  Phone - 

In  order  to  overcome  any  objec¬ 
tions  the  customer  may  have  about 
the  signs,  this  roofer  points  out 
that  no  damage  is  done  to  the  lawn, 
and  that  the  presence  of  the  sign 
indicates  to  neighbors  and  pa.ssers- 
by  that  the  owner  is  a  responsible 
person,  intent  on  protecting  his  in- 
ve.stment.  Usually  that  last  point, 
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When  vou  want  QUALITY  wimlows 

You  Can’t  Beat  Redwood 


Check  these  proven  facts: 

1.  REDWOOD  is  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  CAMP¬ 
BELL  SASH  WORKS  shows  less 
shrinkage  and  swelling  than  con¬ 
crete! 

Ti.  REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


CAMPBELL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 


THE  CAMPBELL  SASH  WORKS 

2409  WILSON  AVENUE  CAMPBELL.  OHIO 

Phone;  52615 
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touching  on  the  customer’s  pride, 
does  the  trick. 

The  last  sign,  the  one  that  stays 
for  a  week  after  the  job  is  com¬ 
pleted,  really  produces  business. 
After  a  job  is  done,  the  owner,  usu¬ 
ally  proud  of  his  new  windows, 
shows  them  off  to  his  friends  aiid 
neighbors.  He  is  usually  very  com¬ 
plimentary  about  the  workman¬ 
ship,  and  as  a  result  this  dealer 
has  been  able  to  trace  many  jobs  in 
one  neighborhood  to  the  first  job 
done  in  that  area.  As  a  matter  of 
fact,  several  jobs  have  come  in 
“over  the  transom’’  from  towns 
some  di.stance  away,  due  to  this  un¬ 
usual  type  of  “Free  Advertising.” 

To  keej)  costs  down,  and  volume 
up,  try  this  “P'ree  Advertising” — 
it  works  for  this  roofing  contractor 
— and  it  will  work  for  you! 


B.  S.  Reporter 

(Cotitimwd  from  [’age  57) 

eration  in  two  elements  of  the 
business  that  have  worked  for 
years  under  the  same  management 
and  in  closely  related  markets. 

“It  will  bring  together  our  pro¬ 
duction  facilities  serving  the  tele¬ 
vision  and  electronic  indu.stries  and 
facilitate  the  company’s  growth  in 
those  areas  .so  important  to  Amer¬ 
ica’s  defen.se  and  industrial  devel¬ 
opment,”  .said  Mr.  Megowen. 

There  will  be  no  reduction  of 
personnel  in  either  of  the  two  units 
which  together  have  more  than 
5,000  employees. 

Stanley  J.  McGiveran,  vice- 
president  of  Owens-Illinois,  who  is 
pre.sently  general  manager  of  Kim¬ 
ble  Gla.ss  Division  and  president 
of  American  Structural  Products 
Co.,  will  be  president  of  the  sub¬ 
sidiary. 

The  name  Kimble  Gla.ss  has  been 
well  known  in  the  gla.ss  indu.stry 
from  the  time  the  original  com¬ 
pany  was  formed  in  Chicago  in 
1901.  The  company  was  acquired 
by  Owen.s-Illinois  in  1946. 

American  Structural  Products 


Co.  was  organized  as  a  subsidiary 
of  Owens-Illinois  in  1947. 

*  «  * 

Aluminum  Output  Zooms 

Aluminum  production  in  North 
America  is  greater  than  the  com¬ 
bined  output  of  primary  cop{)er, 
lead  and  zinc — on  the  basis  of  vol¬ 
ume--!.  VV.  Wilson,  president  of 
Aluminum  Company  fo  America, 
told  the  annual  convention  of  the 
National  As.sociation  of  Purcha.s- 


ing  Agents  at  Atlantic  City  re¬ 
cently. 

Aluminum  forged  into  leadership 
in  1950,  stati.stics  quoted  by  the 
Alcya  executive  showed. 

“Statistics  on  North  American 
production  of  common  non-ferrous 
metals  showed  that  13,250,000  cu¬ 
bic  feet  of  aluminum  were  pro¬ 
duced  in  19.50,”  he  said. 

“Production  of  copper,  lead  and 
zinc  in  the  .same  year  added  up  to 
12,240,000  cubic  feet,”  Mr.  Wilson 
(Continued  on  Page  76) 
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ALUMINUM  COMBINATION 
CASEMENT  SASH  &  SCREEN 


if  UNIQUE 
INTERLOCKING 
DESIGN 

COVIRS  VtNT  ORiNING 


EXCLUSIVE  DRIP 
CAP 

Many  fxcli#sfv«  T^rritofiet  Available 

WRITE  —  WIRE 
or  PHONE  .  .  . 


WIN-SUM  WINDOW  CORP. 

13006  GREELEY.  DETROIT  3,  MICH. 


j  9  6948 
TOwnscnd  ^  9095 


.•\)n t’ )■  1 1  lI  .s  ncsl  DycssclI  liiniics 

A  w  KEYSTONE 

ALUMINUM  Storm-Screen 

WINDOWS  &  DOORS 


Y*s,  best  dressed  but  most  important  .  .  .  homes 
will  be  more  comfortable  when  they're  equipped 
with  Keystone.  Your  customers  will  appreciate 
the  Quality  and  Features  of  Keystone  products. 


FUU  LENGTH 
PIANO  nPE  HINGE 


An  oxclwtivn  fnotvr* 
•Kminotos  mortising 
ond  mokos  o  porfoct, 
rigid  inftoRation. 


Look  For  The 
'Window  With 
The  Louvers! 


CASEMENT  WINDOWS 

A  ifylo  to  suit  ovory  window! 
Elltwr  OUTSIDE  or  INSIDE  typo. 


Auvmbly  Planh  Coast  to  Coast! 


B.  S.  Reporter 

{Continued  from  Page  75) 

said. 

Caitacity  now  in  operation  or 
scheduled  for  production  by  the 
end  of  1953  will  make  Alcoa  and 
the  indu.stry  able  to  keep  pace  not 
only  with  military  needs  but  with 
increasing  u.se  of  aluminum  in  the 
automotive,  electrical,  con.struction 
and  other  fields,  Mr.  Wilson  said. 

When  Alcoa’s  current  expansion 
is  comi)leted,  Mr.  Wilson  .said,  the 
company  will  be  capable  of  making 
over  six  thousand  tons  of  alumi¬ 
num  a  day.  That  is  more  than 
three  times  as  much  as  Alcoa  made 
just  13  years  ago. 

«  *  * 

N.  V.  Robinson  Appointed 
By  Kaiser  Aluminum  Co. 

Neal  V.  Robin.son  has  been  ap¬ 
pointed  merchandising  manager  of 
consumer  i)roducts  .sales  in  the 
Chicago  general  sales  offices  of  Kai¬ 
ser  Aluminum  &  Chemical  Sales, 
Inc.,  according  to  an  announce¬ 
ment  made  by  Bert  Inch,  vice- 
president  in  charge  of  .sales. 

Mr.  Robinson’s  activities  will  in¬ 
clude  development  of  merchandi.s- 
ing  plans  for  Kai.ser  Aluminum 
consumer  products  such  as  cor¬ 
rugated  roofing  sheet,  shade 
screening,  clapboard  siding  and 
hou.sehold  foil.  Previous  to  his 
new  appointment,  Mr.  Robinson 
was  i)roduct  manager  for  Kaiser 
Aluminum  hou.sehold  foil. 

*  *  * 

Hachmeister-Inc.  At 
Pittsburgh  Home  Show 

Thou.sands  of  visitors  visited 
the  booth  of  Hachmeister-Inc.  at 
the  Pittsburgh  Home  Show  from 
May  6-12.  Actual  demonstrations 
on  the  ease  and  simplicity  of  home 
installation  of  Hako  Coronet  Plastic 
Wall  Tile  and  Hako  Vinylflex 
Floor  Tile  were  made  by  factory 
trained  demonstrators  of  the 
Hachmeister  company. 

The  Hachmeister-Inc.  booth  pre¬ 
sented  a  theme  of  a  “Do  It  Your¬ 
self”  idea  slanted  toward  the  av¬ 
erage  hou.seholder  to  show  the  in- 
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expensive  advantajfea  of  installinjr 
their  own  wall  tiles. 

Company  officials  estimate  that 
nearly  40,()t)()  Pittsburgh  people 
witnessed  the  Ilachmeister  demon¬ 
strations  at  the  Show. 

*  *  « 

Morrison  Appoints 
Ray  W.  Fanning 

The  promotion  of  Ray  W.  Fan¬ 
ning  to  Production  Manager  of 
Morrison  Steel  Products,  Inc.,  Buf¬ 
falo,  was  announced  today  by  Isa- 
dore  Morrison,  Vice-President  in 
Charge  of  Operations. 

Mr.  Fanning,  who  was  employed 
by  the  Trico  Products  Corj).  from 
1984  to  1989,  resigning  as  Produc¬ 
tion  Control  Manager,  has  been  in 
the  same  cai)acity  at  Morri.son 
Steel  Products.  Inc.,  since  1989. 

*  *  ♦ 

Kaiser  New  Prod.  Div. 

In  Chrysler  Bldg. 

Kai.ser  Aluminum  &  Chemical 
Sales,  Inc.,  has  leased  the  entire 
eighteenth  floor  of  the  new  32- 
(Coiitimud  0)1  Page  79) 


*  Satin  finish  —  Adjustable 

*  Sub-frame.  Plus  many  exclu- 
S  sive  engineered  features.  More 

*  sales  and  less  service  calls  will 

*  assure  more  PROFITS. 

*  Inquiries  Invited 


MANUFACTURING  CORP. 

15-32  127th  Sf.  College  Pt.,N  Y. 
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Schumacher's 

brand-new, 

grand-selling 

mmm 

COMBINATION  WINDOW 


Just  what  the  dealer  ordered  ...  a  combination  window  with  plenty 
of  extra  features  .  .  .  extras  that  don't  cost  extra.  Check  'em 
yourself: 

•  Made  of  certified  clear  kiln-dried  Redwood. 

•  Factory-assembled,  complete  with  cadmium  plated 
hardware. 

•  Fits  any  standard  opening  —  no  planing  or  trimming 
needed. 

•  Easy,  low-cost  installation. 

•  Competitively  priced  .  .  .  but  built  In  the  tradition  of 
Schumacher's  top  quality  .  .  .  backed  by  over  60  years' 
experience. 

•  Seif-storing  feature  available  on  request. 

Add  to  these  features  Schumacher's  usually  fast  delivery  PLUS  the 
availability  of  high  quality  Schumacher  combination  doors  .  .  .  and 
you  have  the  hottest  story  in  the  combination  window  business. 


Exceluni 


Triple  Track 
* — Combination  WINDOWS 


Soles  come  eoty  with  EXCCLUM  windows  be¬ 
cause  you're  selling  top  quality,  (ngtneered 
from  the  finest  extruded  oluminum,  they  hove 
ehminoted  service  colls  Soles  reststonce  melts 
when  you  stow  EXCELUM's  exclusive  feotores 
and  rigid  construction 


Cxcelum 


COMBINATION 

ALUMINUM 


DOORS 


Wrfte  for  Oetoffi  of  Our  OMrihuiot  KO  PLAN, 


Jamaica  Sash  &  Door  Co. 


t*c)usiv0  )  0rrttorl0i. 

1655  Jericho  Turnpike, 
New  Hyde  Pork,  L.  I. 


Name  . 

Company 
Street  ... 


BUILDING  SPECIALTIES 


GOLDEN  PROFITS 

FOR  YOU 

Sell  your  customers  these  profitable 
and  attractive  Scroll-Efts  easily 
installed  on  METAL  or  WOOD 
SCREEN  DOORS  or  COMBINA¬ 
TIONS.  Finished  in  GLEAMING 
WHITE  enamel  or  SEMI-POLISHED 
ALUMINUM  .  .  .  packaged  com¬ 
plete  in  sets  with  mounting  screws. 
Wonderful  as  door-openers  —  lead 
to  sales  of  new  doors.  Sell  them 
with  every  door  and  add  to  your 
volume  and  profits. 

Writ*  f*r  ■ttll*tln  j 

and  trod*  discaantt  I 


1 

{  GLASS  JALOUSIE 

!  WINDOWS  &  DOORS 


SELL  QUALITY 

r  Here’s  a  proven,  fast-sellinc 
product,  embodying  modern 
utility,  beauty  and  durability. 

irs  A  REAL  Pru.if-maktr! 

Capture  your  share  of  this 
new.  rrowinc,  profitabl.:  mar¬ 
ket  ..  . 

EVERY  BUILDING  Nrw  or  Old 
IS  A  PROSPECT! 

•  Obvious  Beauty 
•  Certified  Quality 
fjs  •  Easier  Operation 

•  Longer  Life 
*  Greater  Efficiency 
_  •  Proven  Economy 

S  BIG  DISCOUNTS  for  DoaltrsI 


GET  ALL  THE  FACTS! 

Write  today  for  complete  lit¬ 
erature  and  prices.  Send  13.60 
for  full  sise  Demonstrator. 
Prompt  reply  and  strictest 
confidence  assured. 


Future  Products  Inc.  Box  66  Sta.  A  i 
St.  Petersburg,  Florida  | 


Zone .  State 


Hints  To 
SALESMEN 


(The  following  article  is  an  excerpt  from  a 
story  by  William  Sheppard.) 


The  real  secret  of  sueeess  in  sell¬ 
ing  l»uil«ling  speeiallies  is  really 
no  seeret  at  all.  As  everyltody  knows 
it's  just  a  matter  <if  flood  hard  tcork. 

But  haril  wctrk  won't  pnxluee 
the  lM‘st  results  unless  it  is  organ- 
iz«‘<i  anil  unless  it  is  eonihined 
with  a  smart  sales  procedure.  Two 
men  can  work  e«|ually  hani  in  the 
course  of  a  week  and  yet  one  of 
them  can  produce  twice  the  sales 
turne«l  in  hy  the  other,  ^'hy?  Be¬ 
cause  the  top  producer  knows  his 
business,  the  business  of  selling. 
Here  are  ten  “Do's”  and  ten 
“Don'ts"  which,  if  adheriHi  t€»  re¬ 
ligiously,  will  make  a  tup  producer 
out  of  any  hard  working  salesman: 


1.  DO  CANVASS  TIRELESS¬ 
LY.  A  building  specialty  salesman 
mu.st  almost  always  direct  his  own 
efforts.  Remember’,  a  cup  of  coffee, 
Coke,  movie  or  other  diversions 
will  co.st  you  money.  Take  your  time 
off  after  work,  not  during  working 
hours. 

2.  DO  CANVASS  ONLY  FOR 
AN  AROINT.  Spend  no  more  than 
2  minutes  at  the  door.  Additional 
time  irill  take  the  punch  from  your 
demonstration.  As  a  building  spe¬ 
cialty  salesman,  you  will  almost 
alumys  need  the  approval  of  both 
husband  and  wife  because  you  are 
selling  a  “big  ticket”  item.  Don’t 
stand  at  the  door  and  give  the  wife 
a  big  .sales  talk  after  she  has  given 
you  an  evening  appointment.  She’ll 
go  over  your  story  with  “the  Mus¬ 
ter”  before  you  get  there  and  they 
will  have  made  up  their  mind  be¬ 
fore  even  hearing  your  story.  Whet 
her  curiosity  at  the  door  so  she’ll 
give  you  an  appointment  but  don’t 
satisfy  that  curiosity. 

3.  DO  m:  AGCRKSSIVE  W  ITH 
4  SMILE.  Be  pleasant  hut  lie  firm. 


GLAMOUR 


DOORS 
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Best  Windovir  Oiier! 


REDUCED  PRKES! 

Combination  Window  with 
full  length  interlocking 
meeting  rail. 


the 

TRI-SEAL 

I 

Two-Track  with  Stowaway  I 


$9 


.00 

and  up 


OVERNIGHT  DELIVERY! 

To  points  in  Middle  Atlan¬ 
tic  States. 

SMALL  INVESTMENT! 

Big  profits  on  nominal  ini¬ 
tial  outlay. 

EASY  INSTALUTION! 

A  quality  window  that's 
service-proof. 


K.  D.  OPERATORS 

The  TRI-SEAL  Window 
is  composed  of  preci¬ 
sion  -  made  parts ^  for 
simple  assembly. 


COMBINATION  STORM  and  SCREEN 
in  ALUMINUM.  PICTURE-WINDOW  STYLL 

A  few  choice  franchise  ter¬ 
ritories  still  ovoiloble  for 
qualified  dealers. 


Write,  Phone  or  Wire  Today! 

CHARLES  CO. 

228  NEW  STREET  WALNUT  2-7808-3566  PHILADELPHIA,  PA. 


July,  1952 

One  of  the  moHt  8uece8t«ful  winihm 
8ale8nien  I  knitw  told  me  that  he 
8ohi  hi8  vind«»H8  to  (1)  people 
who  were  home  owner8;  (2)  peo¬ 
ple  who  were  employtMl;  (3)  peo¬ 
ple  who  didn't  want  8torm  windows. 
Building  8peeialtie8  are  8old  hy 
olT  the  hat  are  willing  to  make  an 
appointment  f«>r  a  denion8tration. 
Their  niind8  mu8t  Im*  rhange«l  hy 
U8ing  forceful  methiMl8  to  force  a 
demon8lration.  But  no  matter  how 
aggre88ive  you  get,  keep  that  8mile 
warm  on  your  fare.  I>*t  your  “8U8- 
pect”  see  that  you're  a  nice  guy, 
hut  a  guy  who  won't  take  a  ^^Not 
interested"  for  an  answer. 

(To  be  continued  in  the  August  issue. i 

*  *  * 

B.  S.  Reporter 

(Continued  front  Page  77) 

.story,  completely  air-conditioned 
Chrysler  Building  East.  The  space 
will  be  occupied  by  the  Develop¬ 
ment  Division,  a  unit  recently  or¬ 
ganized  to  operate  in  the  fields  of 
new  product  engineering  and  mar¬ 
ket  development.  This  was  an¬ 
nounced  today  by  Walter  P.  Chrys¬ 
ler,  Jr.,  President  of  the  VV',  P. 
Chrysler  Building  Corporation. 

«  * 

Silvercote  Launches  New 
Insulation  Ad  Program 

Announcement  of  a  new,  national 
consumer  advertising  program 
aimed  at  acquainting  the  mass  mar¬ 
ket  with  the  advantages  of  reflec¬ 
tive-type  insulating  material  was 
made  recently  by  A.  H.  Charles 
Dailey,  president  of  Silvercote 
Products,  Inc.,  Chicago,  Illinois. 
The  new  campaign  is  designed  to 
broaden  public  concept  of  the  value 
of  insulation  with  special  emphasis 
on  the  advantages  of  reflective  in¬ 
sulation,  and  will  be  .supplemented 
by  an  aggressive  merchandising 
and  advertising  program  at  the 
trade  level.  A  national  trade  paper 
advertising  schedule  in  the  build¬ 
ing,  contractor  and  building  supply 


industries  will  follow  the  consumer 
advertising  program  in  clo.se  .se¬ 
quence. 

“Our  twenty-year  experience 
background,  built  up  through  in- 
.stallations  designed  for  extreme 
operating  conditions,”  .said  Dailey, 
“convinced  us  many  years  ago  that 
reflective  insulation  had  a  logical 
application  in  the  home  building 
and  home  improvement  trades. 
“However,”  he  continued,  “we  did 
not  want  to  approach  this  vast  mar¬ 


ket  until  we  were  absolutely  sure 
that  we  could  maintain  prcnluction 
.schedules  in  keeping  with  antici¬ 
pated  demand. 

We  now  feel  that  we  have 
reached  this  stage  in  our  growth 
and  are  prepared  to  push  an  aggres- 
(Continued  on  Page  80) 


Read  a^xxjt 

Sprayed  Sidewall  Resurfaeers 
in  the  Aut^iist 
BUILDING  SPECIALTIES 
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BUILDING  SPECIALTIES 


the  winning  combination! 


for  the  front! 


Sell  your  regular  siding  for  the  sidesi 


ftig  profits  .  .  .  small  in¬ 
vestment  with  Bondstone, 
lodoy's  most  inexpensive 
system  of  duplicoting  the 
beauty,  charm  and  per¬ 
manence  of  natural 
stonel  A  few  Bondstone 
franchise  territories  still 
open  to  qualified  dealers. 
Write,  phone  or  wire 
todoyl 


HOME  FIRE 


FIRE-LITE  ALARM  SYSTEM 

Approved  For  F.H.A.  Financing 


With  UL  Approved 
Rate  of-Rise  Detectors 

You  con  moke  big  profits  without  o  lorge 
mvestment,  without  chongmg  your  business  set¬ 
up  in  o  new  ond  vost  morfcet?  Every  homc- 
owner«  (people  whom  you  hove  sold  before  ond 
new  prospects),  ore  possible  customers  for  EIRE- 
LITE  Home  Fire  Alorm  Systems.  There  is  o 
vost  morket  right  ot  every  deoler's  door. 

Our  Powerful,  Tested  Seles  Plan 
Helps  Veu  Clinch  Many  Sales 

To  sell  the  homeowner  o  FIRE-LITE  Fire  Alorm 


requires  only  the  use  of  our  tested  soles  plon 
ond  0  simple  demonstrotion.  It  will  close  sole 
otter  sole  for  you! 

Write  Today  — We  Will  Show  You  Hew  To 
MAKE  OVER  135%  Profit! 

We  hove  bonofide  soles  records  of  octuol  eorn- 
ings  of  mony  dcolers  to  prove  thot  you,  too, 
con  moke  over  135%  profit  on  eoch  sole!  A 
FIRE-LITE  System  costs  very  little  to  instotl 
ond  the  entire  unit  is  low  priced.  You  con 
sell  on  instoiled  unit  ot  o  price  homeowners 
Will  poy  ond  still  moke  o  big  profit.  Some 
soles  terntories  ore  closed.  There  ore  mony 
more  soles  oreos  still  ovoiloble  WRITE  TODAY 
for  AN  EXCLUSIVE  DEALERSHIP! 


FIRE-LITE  ALARMS 


B.  S.  Reporter 

(Continmd  from  Page  79) 

.sive  consumer  merchandising  pro¬ 
gram  on  Silvercote,  in  conjunction 
with  a  similar  program  to  the 
builder,  contractor  and  building 
supply  man,”  Dailey  concluded. 

Installers,  roofers,  contractors 
and  building  sui)ply  .stores  will 
form  the  immediate  additional 
trade  channels  of  di.stribution  for 
Silvercote.  National  distributor  is 
Bird  &  Son,  E.  Walpole,  Mass. 

3  Alcoa  Men 
Become  Vice  Presidents 

Three  executives  of  Aluminum 
Company  of  America  have  been 
elected  to  newly  created  vice  presi¬ 
dencies,  the  company  announced 
today. 

Gordon  W.  Cameron,  ALCOA’s 
treasurer  since  1943,  becomes  vice 
president  and  treasurer;  Arthur  i 
Hall,  director  of  public  relations 
and  advertising,  becomes  vice  presi¬ 
dent  in  charge  of  those  fields;  and 
C.  F.  Nagel,  Jr.,  chief  metallurgist, 
a.ssumes  the  third  new  vice  presi¬ 
dential  po.st. 


New  Products 

(Continued  from  Page  54) 

breezeways,  inside  and  outside 
casements,  clip-on  casement 
screens,  swing-out  windows,  triple¬ 
track  windows,  jilain  panels,  half 
and  full  length  screen.s,  and  .storm 
doors. 

e  e  * 

New  Ludman  Folder 
On  Hospital  Windows 

“For  the  Life  of  your  Hospi¬ 
tal,”  a  four-page  brochure  for  ar¬ 
chitects  and  Hospital  planners  has 
been  prepared  by  the  Nation’s  larg¬ 
est  manufacturers  of  Awning  Win¬ 
dows  and  Jalousies,  Ludman  Cor- 
jioration,  Miami,  Florida. 

Listing  various  hospital  installa¬ 
tions  and  illustrations  of  medical 
buildings  that  have  specified  and 
installed  Auto-Lok  Aluminum  win¬ 
dows,  the  folders  explain  why  Auto- 
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Lok  Awning  Window’s  are  so  fre¬ 
quently  prescribed  by  hospital  ar¬ 
chitects.  Available  by  writing  Lud- 
man  Corporation,  P.  O.  Box  4541, 
Miami,  Florida. 

«  «  « 

New  Steel  and  Lead 
Anchor  Bolt 

Utilizing  the  rigidity  of  .steel  to 
supplement  lead  as  an  anchoring 
medium,  Super-Grip  Anchor  Bolt 
Co.,  Inc.,  has  developed  a  new  screw 
anchor  that  is  easily  installed  and 
provides  increased  anchorage 
strength  and  resi.stance  to  vibra¬ 
tion.  The  patented  Super-Grip 
Screw’  Anchor  can  be  used  wher¬ 
ever  machine  screws,  stove  bolts  or 
wo<jd  screws  must  find  an  anchor 
in  brick  or  masonry.  It  provides 
solid  anchorage,  prevents  loo.sen- 
ing  and  pulling  out  even  under  the 
toughest  conditions  of  vibration  or 
strain. 

The  principle  features  are  a 
threadcMl  insert,  lead  sleeve  and  a 
cup-shaped  fluted  steel  anchor. 
When  driven  into  place,  the  lead 
mushrooms  out  and  then  the  steel 
anchor  collap.ses,  forcing  sharp 
edges  into  the  masonry  and  the 
threaded  component.  Thus  steel  re¬ 
inforces  lead  to  make  an  anchor 
that  w’on’t  pull  out.  A  tamping  tool, 
provided  with  every  100  anchors, 
is  used  to  mushroom  the  lead  sleeve 
and  flatten  the  .steel  anchor. 

«  «  « 

Carey  Puts  Out  New 
Reference  Manual 

A  new’  Reference  Manual  pro¬ 
duced  by  The  Philip  Carey  Mfg. 
Company  is  already  in  its  second 
printing.  It  contains  a  complete 
li.sting  of  800  building  materials 
and  industrial  products  obtained 
from  asbe.stos,  asphalt  or  magnesia. 
Carey,  a  w’ell-known  manufac¬ 
turer  since  1873,  is  noted  for  all 
types  of  roofings,  insulations,  a.s- 
bestos  boards,  paving  materials, 
ducts,  paints,  sidings  and  cabinets. 

The  manual  shows  Army,  Navy, 
MIL,  Federal,  ASTM  and  other 
specifications,  plus  their  corre¬ 
sponding  product.  The  manufac¬ 
turer  indicates  if  the  products  meet, 
(Continued  on  Page  82) 
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Commercial  Door  with  new 
Pots  Door 


An  inexpensive  quolity-engineered  door. 
Many  stock  sixes  .  .  S'  to  16'  wide 
ond  7'  to  12'  high,  1*^i"  or  lii4" 
thick.  Completely  equipped  with  oc* 
cessories. 


How-ell-doks,  ‘clioiial  I  l^urap'  I )*M>rs  are  diHtribiitt’d 

exrlii8i\ely  through  dealers,  and  are  available  in  38  KliM'k  sizes  f<»r 
resi<len(ial,  eoniniereial  ainl  ser\  iee  station  installation.  Cnstoiii- 
hiiilt  (hMtrs  of  nniisnal  design  or  size  are  a  s|H‘eialtv. 

Onr  Pedestrian  or  W  ieket  Doors  are  now  fidl-length,  sl<»el- 
hinged,  bolted  at  the  fa«’tory.  .Saves  7.>%  time  and  labor  on  the  job. 


Tlu‘  universally  known  llOVi  .Fl,|,-|)0|{  I'ileelrie  Op-rators 
for  residential,  eoniniereial  and  industrial  garage  disirs  iiiav  he 
olitaineil  with  remote  or  al-d<Mir  eontrol  stations,  \\ailahle  for  all 
sizes  and  makes  of  diMtrs.  Latest  residential  o|wralor  requires  no 
extra  headnsmi. 


Writ*  for 
FftEE 
Catalogs 


THE  HOWELL  MANIEAETIRING  CO. 

7201  HASBROOK  AVENUE,  PHIIA.  It,  PENNA. 


DEALERSHIPS 

AVAILABLE 

COLONIAL  INSIDE  SHUTTERS 
Movable  Louvers  or  Solid  Panel  Type 

MOHAWK  VENETIAN  BLIND  MFG.  CO. 

207  Bridge  St.,  Cambridge,  Matt. 
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For  oxcopHonal  seal¬ 
ing  and  working  charac- 
terisNcs,  there’s  no  substitute 


CAULKING 

COMPOUND 


for  PARALASTIC. 


WEATHeRPROOPS  •  INSULATES  •  WATERPROOFS 

IN  ALL  COLORS!  Aluminum  . . .  Brilliant  White .  . .  Natural  . . . 
Gray  .  .  .  Green  . .  .  Buff  .  .  .  Red  .  .  .  Black  .  .  .  and  in  all  postal  shadas 
to  match  the  new  shako  and  asbestos  colors/ 


SOLD  BY  LEADING  JOBBERS 
(A  few  territories  open) 


*f*g.  U.S.  Pa#.  Off. 


IT  ISN’T  INSULATED  UNLESS  IT'S  CAULKED 


PARALASTIC  PRODUCTS  CO.  INC. 


123  lAST  42nd  ST.,  NIW  YORK  17,  N.Y. 


\/-Se<U  "KD”  WINDOW  KITS 


MAKE  YOU  MORE  MONEY 


Bey  et  Distribeters  Prices  .  .  .  Moke 
Ceeibiiied  DistrAeter,  Dealer  end  Retoiler's  Prefit 

All  V-Sesl  products — Aluminum  Combination 
Windows.  Storm  Sash  for  Steel  Casements  and 
Hasement  Sash  can  be  bought  knocked  down — a 
leature  that  makes  it  possible  for  you  to  sell  them 
lower,  yet  make  more  profit. 

Coitarn  Division,  4TS  Belmont 
Avonuo,  Hoiodon,  Now  Jorsoy 

Wostorn  Division,  1134  S.  Sth  Stroot,  St.  Louio,  Missotiri 


CTNOW 


ivfiNa  MM  tr  wIrt 


Th»  Complete  line  of 

Cembiiiafion  Storm  Windows 
plot  Storm  SosH  for  Stool 
Cosomonts  ond  Basomont 
Windows. 


tar  daMh  aad  yrlcat 


y-Seal  CORPORATION 

1300  Batavia  Avenue,  Royal  Oak,  Michigan 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEDED! 

Smart  dealers  are  buying  V-Seal  knocked* 
down,  "picture  frame”  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easy 
— only  $10.00  worth  of  tools  necessary. 
Anyone  can  do  it — in  the  shop  or  on  the  (ob.. 
Installation  is  just  as  simple.  New,  exclusive 
V-Seal  "picture  frame”  construc¬ 
tion  fits  all  modular  windows — 
gives  weaihertight  fit — ends  costly 
on-the-joh  fitting  and  adjustment. 


I  New  Products 

I  (Continued  from  Page  81) 

i  can  meet,  or  do  not  meet  retiuired 
.specifications.  All  of  this  informa¬ 
tion  is  cross-indexed  to  provide  effi¬ 
cient  reference  and  is  recommended 
for  anyone  with  a  spec-finding 
j  problem. 

*  «  * 

Revolutionary  Unbreakable 
6  Ft.  Folding  Rule 

I  A  new  Bright  White  enamelled 
,  6  ft.  zig  zag  folding  rule  made  of 
I  a  special  hardened  and  tempered 
alloy  steel ;  can  be  bent  and  twisted 
i  like  a  pretzel  and  yet  will  always 
I  spring  back  to  its  normal  shape. 

I  Weighs  3-1/5  oz.,  20' „  le.ss  than  the 
:  average  good  wood  rule. 

;  It  is  very  versatile;  can  be  u.sed 
to  take  inside  measures;  measure 
pipes,  rounds,  and  pulleys;  as  a 
straight  edge  to  draw  lines  on 
I  paj)er  or  boards.  ALso,  extends  rig- 
I  idly  for  out  of  reach  measurements. 

I  Unlike  other  folding  rules  the 
I  Inde.structible  Durall  can  be  opened 
up  on  the  job  and  left  open  while 
working,  accidentally  stepping  on 
it  will  do  not  damage— it  will  not 
bend  or  break.  Does  not  have  to 
be  closed  each  time  it  is  used  to 
prevent  breakage  —  a  big  time 
saver.  The  white  enamel  finish  is 
specially  bonded  on  to  pretreated 
.steel.  It  is  baked  at  over  500°,  much 
higher  temperatures  than  used  on 
other  types  of  folding  rules.  The 
enamel  thus  produced  is  extremely 
hard  and  adherent.  List  Brice  $1.00 
each. 

*  ♦  * 

Invisible  Above  Grade 
Masonry  Waterproofer 

Water  bounces  off  walls  treated 
with  Stonhard  Stonseal.  This 
water-repelling  liquid  chemical,  the 
result  of  years  of  research  and  de¬ 
velopment,  is  the  newest  product 
1  of  the  Stonhard  Company,  nation¬ 
ally  known  for  specialized  building 
maintenance  materials. 

Stonhard  Stonseal  provides  an 
invisible  “raincoat”  for  brick,  con¬ 
crete,  .stucco  and  other  masonry. 
By  forming  a  lining  in  the  micro¬ 
scopic  pores  of  the  masonry,  it 


changes  the  capillary  force  from 
one  of  sucking  in  water  to  one  of 
shedding  water,  and  at  the  same 
time  allows  masonry  to  “breathe”. 

Stonseal  can  not  discolor  or 
change  the  texture  of  the  surface. 
It  leaves  no  film — nothing  to  wear 
away.  It  is  acid  and  alkali-resistant, 
unaffected  by  salt  spray,  and  can 
be  applied  at  any  temperature. 
Furthermore,  it  helps  prevent  ef- 
flore.scence,  and  the  adhesion  of 
soot  or  grime  to  building  walls. 
Brushed  or  sprayed,  it  goes  to  work 
immediately — no  long  drying  peri¬ 
ods.  Tests  prove  that  a  .single  ap¬ 
plication  gives  long  lasting  protec¬ 
tion. 


This  exclusive  WERNER  fea- 


ALOMILADOER  Extensions 


New  Patterns  Announced 
By  Arborite  Company 

According  to  an  announcement 
by  J.  A.  Davies,  exclusive  sales  rep- 
re.sentative  of  the  Canadian  pre¬ 
finished  wallboard  firm,  four  new 
patterns.  Natural  Mahogany, 
Golden  Rift  Oak,  Grey  Rift  Oak 
and  Blonde  Mahogany  are  being 
added  to  the  pre.sent  30  colors  and 
patterns  now  being  manufactured 
by  the  Arborite  Company,  Ltd., 
Montreal,  Canada. 

The  four  new  patterns,  called 
ARBORGRAINS  will  have  the 
.same  con.struction  features  as  all 
previously  introduced  Arborite  pat¬ 
terns,  according  to  Davies.  These 
include  a  double-thick  MELAMINE 
surface,  resistant  to  mild  acids  and 
alkalies,  heat  and  moi.sture.  AR¬ 
BORGRAINS  are  also  cigarette- 
proof. 

Available  in  4'  x  8'  and  2'6''  and 
8'  panels,  ARBORGRAINS  can  be 
easily  in.stalled  with  ordinary 
hou.sehould  tools,  using  rubber  ba.se 
adhesives  and  lip  type  moldings  de¬ 
signed  to  accommodate  's  inch 
wallboard  material. 


flared  or  straight  bottoms. 

Write  Department  for 
complete,  up-to-date  alumi- 
LADOER  catalog— Extensions, 
Singles,  Steps. 


AlUMUADDfH  fifmiioni  •> 
c*«d  Ml  AAA  ta/mfy 


Read  the  article  on  the 
latest  improvements  in 
Venetian  Blinds 
by  Robert  Larkin 
in  the  August 
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Ca-Stone  1‘roducls,  Inc .  1 

Charles  ('o .  79 

Childers  Mfjt  Co .  70 

Clearview -l.ouver  Window  Co .  2 

Corson  MfK.  Co..  Hen .  2t 

Compo  Miracle  I’roducis  Co .  .58 

Cool-Hay  Metal  .Awning  Co .  62 

C-Thru  .Aluminum  .Awning  Co .  59 
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CLASSIFIED  ADVERTISING 

Under  this  heading  classified  advertisements 
are  accepted  at  the  uniform  rote  of  25  cents 
a  word,  but  no  advertisement  taken  lor  less 
than  20  words  with  o  minimum  charge  of 
S5.00;  3  months  at  20c  per  word  per  insertion. 
Check  or  Money  Order  must  accompany  copy 
of  Classified  Ad.  Advertisements  soliciting  deal¬ 
ers  or  distributors,  or  new  products  for  sole,  not 
accepted  in  classified  section.  Address  oil  com¬ 
munications  to  Classified  Department.  BUILD¬ 
ING  SPECIALTIES,  425  Fourth  Avenue.  New 
York  16,  N.  Y. 


HKLI*  WANTKI) 


,  \VK  AKK  IN'I'KKKSTEI)  in  hiring  a  competent 
pxpM'u-iicpti  manaKpr  to  hamUc  our  retail 

storm  AAitiiloAA  ami  dtHir  business  on  a  salary  plus 
I  tivern.le  basis.  \'.’e  imw  have  a  sales  force  hut  are 
'  anxDHis  to  have  same  increa«A‘<l.  Well  known  anti 
reputahle  rstablishetl  concern.  Write  Box  364,  Build- 
ttiK  SixTialtics,  4JS  Kmirth  .\ve..  New  York  16. 
V  V. 

.  >KVKKAL  WINDOW  AM)  (l(x>r  installers  to  in- 
I  stall  in  N'oith(‘in  New  Jcr.scy  area.  Write  Box  No. 

Binliiiiig  Specialties,  425  Fourth  Ave.,  New 
,  V(»Tk  1(»,  N.  V. 


SALllS  HFLP  WANTED 


SALES  KEI'RESENTATIVE  WANTED;  Man 
;  now  calling  on  dealers  of  rouhng,  siding,  Venetian 
blind  and  allied  fields  to  sell  Ixjw-rrice  extruded 
ali-alumiiuim  combination  storm  window  territory: 

:  New  England.  M>ddle  Atlantic,  Middle  West.  Will 
;  entertain  sideline  representative.  Write  Box  359, 
Building  Specialties,  425  Fourth  Ave.,  New  York 
,  lb.  N.  Y. 


MI.S(  ELLANEOUS 


.A(;(;KE.S.SIVE  LO.NU  EST.4B1,ISHE:D  Oregon 
firm  desires  distribution  m  Northwest  for  aluminum 
building  specialties  to  add  to  the  present  line  now 
earned  by  our  aluminum  salesmen  Would  consider 
assembling  items  in  our  plant.  Reply  Box  361, 
Building  Specialties,  425  Fourth  Ave.,  New  York 
16,  N.  Y.  7-52 


WANTED- EXl'ERIENt  ED,  Sl'CCESSFEL  In¬ 
sulation  Salesman  to  qualify  as  Sales  .Manager  for 
old  established  Insulation  firm.  Must  have  good 
character  and  reputation.  .Nice  state  in  which  to 
live,  rermanrnt  Job.  Write  Box  363,  c/o  Building 
Specialties,  425  Fourth  Ave.,  .New  York  lb,  N.  Y. 


WANTED:  BROIH’CT  DESIGN  KN'tilNEER. 
Must  be  experienced  iii  designing  aluminum  com¬ 
bination  storm  screen  windows  or  prixiucts  for  the 
building  supply  field.  Stale  age  and  complete  his¬ 
tory,  salary  re<iuirements  and  references.  This  is 
a  permanent  position  with  an  assured  future.  Write 
Box  No.  362.  Building  Specialties,  425  Fourth 
Avenue.  New  York  16,  N.  Y. 

READ  EVERY  MONTH 
BUILDING  SPECIALTIES 
$3.00  PER  YEAR 
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in  Re-Roofmg 


tWHO  is  to 

Haht-eolors 

I  COMPLETE  RANGE  OF^  I 

j  light,  pastel  color  blends  in  the  industry 

I  GLOBE’S  NEW  COLOR  LINE!  I 


w-  «o.u.  >  by  the 

D»«tl  COlOW  '>''“1  all  Ol  Glol**  >»P 

"'“t  ««u« 

Lon  securely  They’re  rec- 

ommended  by  C 

compant®*-  label. 

n;,.  Underwriters 


Y«ori  of  actual  >*rvic*  plus  Hi*  important  Florida  t*st 
pan*ls,  w*aHi*rom*l*r  and  salt  spray  t*sts  ar*  your 
guarant**  of  complete  satisfaction. 


Jill  ■IIIVIA  Kn<l  forever  IMP  exiK-ni-ive.  ronipli- 
”  ww"  w  oaled.  slow  liy-tlie-piere  nielhod  of 
finishing  your  awning  stock  .  .  .  eliminate  your  cleaning 
tanks,  pre-lreating  tanks,  spray  booths  and  baking  ovens. 
I'.se  ARROW  pre-coated  stock,  made  hv  finishing  specialists. 
•Arrow  stock  ends  bottlenecks,  cuts  handling  costs,  speeds 
production,  increases  turnover.  No  need  to  start  up  your 
paint  production  line  to  fdl  special-color  orders.  Just  pick 
up  a  fresh,  tire-wrajijied  .Arrow  roil  of  the  desired  cidor  and 
run  it  through. 

insure  (|u3lity 

most  beautiful,  most  durable  coating  for  aluminum  that 
engineering  imagination  has  ever  devised.  For  appearance, 
you  just  can’t  touch  it  .  .  .  for  durability,  you  just  can't  hurl 
it.  (Takes  to  forming  like  a  duck  to  water.)  Send  for  complete 
details,  prices  and  free  sample  today.  Or  outline  your 
reipiirements  and  our  awning  engineers  will  he  glad  to  assist 
YOU  without  obligation. 


The  Finish  that  Stays  On  .  .  .  and  On 


Arrow  pro-cootod  coils  hove  boon 
fabricated  into  more  than  100,000 
awnings  by  America’s  leading  manu¬ 
facturers. 


InMvIrfMal  (oil  moani  •••!•* 
hanMnt,  always  frash  stack. 


